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Automobile Premiums 
Showing Large Gains 
Over 1945 Figures 


Fire-Marine Companies’ Report 
25% to 35% Increases Over 


Same Period Last Year 
LOSSES STILL ARE BAD 


Companies See No Chance for 
Profits This Year Despite 
Increases in Rates 


Due increased 
higher of 
use and a wide public demand for com- 


rates, 
in 


to collision 


values automobiles now 
prehensive and collision coverage, stock 
fire-marine insurance companies are re- 
porting gains in automobile premium in- 
come for the first half of this year run- 
ning from 25% to 35% over the same 
period of 1945. This is far in excess of 
the average increase of 20% achieved 
last vear over 1944. One of the largest 
premium writers reports a gain of 50% 
so far this year. 

With total net premiums stock 
carriers in 1945 on automobile fire, 
theft, collision and comprehensive risk 
totaling approximately $184,000,000 a 
30% boost this year would raise the 
1946 total to close to if not in excess 
of $240,000,000. This would be within 
striking distance of the all-time high 
of $275,000,000 reached in 1941 when 
the automobile manufacturers were still 
producing millions of new cars. There 
is little question but that a new high 
record will be reached in 1947 when a 
combination of present insurance rates 
and more normal output of cars should 


of 


provide the insurance business with a’ 


flood of auto premiums. 
New Rate Boosts Not Fully Reflected 

Last year automobile rates were in- 
creased to meet rapidly mounting losses 
and likewise car owners were deprived, 
at the end of the war, of the credits 
received during the gas rationing period. 
Premiums written during the first six 
months of this year reflect these rate 
changes but they do not reflect fully 
the further increases in collision rates 
granted earlier this year. It will be 
several months before the latest rate 
boosts start to count for the carriers 
as millions of policies written last year 
at the lower rates have not come up 
yet for renewal. So the trend in auto- 
mobile premium production for agents 
and brokers should continue upward for 
the indefinite future. 

Despite the additional income received 

(Continued on Page 28) 
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Cover Clients Soon 


W. Henry Pendell of Saginaw, Mich., again a successful Penn 
Mutual underwriter after a period in military service: 








“I find that many policyholders have their production well 
completed now and are anxious to build up their retirement funds. 
Many clients have their mortgages completely paid off and are in 
a good mood to increase their savings toward retirement or mini- 
mum programs. 








“I do believe that returnees should cover their clients as soon 
as possible. Most of them seemed interested in making new changes 
in their program. Many men have accumulated surplus funds and 
are good prospects for short payment plans. Most everybody is 
concerned with taxes and with inflated estates and need for tax 
insurance and tax-saving ideas are more necessary today. 








“I believe the general public has an increased respect for life 
insurance today, because of the many veterans carrying government 
insurance as well as because of the publicity we had during the 
war urging bond buying, savings accounts and additional purchases 
of insurance.” 








THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Aetna Life Men 
Told of New Plans 
At Bretton Woods 


President Brainard, Vice President 
Coolidge, Head Home Office 
Group of Speakers 


ALL SALES PLANS REVISED 


Eastern Regionnaires Hear of Ex- 
panded Estate Control, New 
Direct Mail Program 


Bretton Woods, N. H., July 3 
Life 


Regionnaires, 


\etna 
conventions t 


resumed its ‘ 


the 
not 


has 
company’s leading 


agents, after having such conven- 


tions because of the war and about 500 
the 


mountain 


are attending the reunion of East 
at 


attendance 


Regionnaires this re- 
The 
B. 


ern 


sort. includes wives. 
in 


the 


president 
at 


Robert Coolidge, vice 


charge of production, presided 
sessions. 

At the opening mecting Wylie Craig, 
field supervisor, discussed the company’s 
new estate control plan. Those talking 
F. 
ant secretary, who discussed Group life 
told of the 
J 
Nelson, field supervisor, whose topic was 

Albert 
told of 


secured 


the second day were | Cook, assist- 
insurance, Curtis Lamb, who 


company’s. direct mail plan, Denny 


the employe incentive plans, G. 
field 


business 


who 
he 
the present life insurance market, and 
R. W. Wilkinson, field supervisor, dis- 
the to 


Lawton, supervisor, 


new which can in 


cussed new swing business in- 


surance. 
Hear President Brainard 
Morgan | 


the program, 


}. Brainard, first 
briefly 


the insurance 


~President 


speaker on re- 


happenings in 
during the war. He told 
great role of the life insurance com- 
panies in helping the Government fi 
nance the war. After telling of the con 
cern which the life insurance business 
feels about the low yields the compan- 
les are getting on the investment port- 
folio and the Treasury’s policy of keep- 
ing interest rates low, he said there wa 
another side to the situation which is an 
outgrowth of the war and that the 
manner in which some financial prob 
lems had been removed from troubled 
areas. These included the railroad, 
hotel, and farm situations. He briefly 
sketched how railroad securities had de- 
clined in value before the war, how 
many hotels had been taken over by 
bondholders, and many farms had 
been foreclosed. The war had made the 
railroads, farmers and hotels prosper- 
ous. 

Mr. Brainard told of the great per- 
sonal loss the company had in the death 
of S. T. Whatley, vice president in 
charge of production, and then added 
that the company had made no mistake 
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“Tf he gets in he'll sell me... you get vid of him’ 


If you sell life insurance the headline tells a familiar 


story. Too frequently men who need your advice put off 
seeing you. You know the risks they run; so do they. 

So you have to decide: “What is the sensible and prac- 
tical way to handle these situations? Should you keep on 
trying to persuade prospects to see you, even in their 
own interest?” 

Here at the John Hancock we have some answers to 
these questions. Recently we had an outside organiza- 
tion interview a number of life insurance buyers and 
prospective buyers. Almost invariably those interviewed 
commented that life insurance agents are performing a 


most important service, that their advice is believed to 


be sound. Only rarely was there any evidence of resent- 
ment because of persistence. 

These are a few of the many reasons why we look to 
a still finer future for the life insurance business. And 
why we spend time and thought helping our agents give 


good service to those who need life insurance. 








Eighty-three 
years of growth. 





LIFE INSURANCE COMPANY 


Insurance in force oF Boston, MASSACHUSETTS 
December 31, 1945 

4 GUY W. COX PAUL F. CLARK 
$7,256,618,763 Chairman of the Board President 
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Penn Mutual Leaders Meet at Murray Bay 








Should Have International Viewpoint 
President Stevenson Tells Leaders 


By CLARENCE AXMAN 


Sharply criticising isolation and nar- 
row thinking along lines of world prob- 
jem solutions, emphatically endorsing 
the loan which the British want from 
\mericans, and making a plea for 
sympathetic and understanding attitude 
towards problems of the Allied coun- 
tries, John A. Stevenson, president of 
Penn Mutual Life, was a speaker before 
the conference of Penn Mutual field 
leaders held in the Manoir Richelieu, 
Murray Bay, Canada, this week. About 
150 representatives of the company and 
their wives attended the meetings. 

Mr. Stevenson began his talk by dis- 
cussing objectives and philosophy of the 
nation in its earlier days. He said that 
after the Revolution great stress was 
laid on nationalism. Wise as George 
Washington and the other patriots were 
they undoubtedly could not anticipate 
the difficulties and complications which 
would confront this nation as a result 
of the industrial expansions and prob- 
lems growing out of the World Wars. 


Believes in World Bank, UN and 
‘ Loan to Britain 


“Tt is essential for humanity that we 
as a people should be international in 
our viewpoint,” said Mr. Stevenson. “As 
an individual, I firmly believe in the 
United Nations as the solution by which 
the peace of the world may be main- 
tained, I see no other alternative. I 
believe firmly in the possibilities and 
potentialities of the recently inaugurated 
World Bank. I believe just as firmly in 
the loan to Great Britain, and not be- 
cause it is a gesture in favor of an ally 
or from any narrow reason of self-in- 
terest of this nation, but because such 
a loan is a means of perpetuating in 
Great Britain a form of government and 
of living and economy that Americans 
want to see perpetuated as it represents 


so much in which we believe and prac- 
tice. The Senate has passed this loan 
and I sincerely hope that the Congress 
will not delay or block passage and 
spend part of its time in discussing some 
of the unessential and unimportant 
aspects of the loan and use the debate 
as a whipping post to voice anti-British 
attitudes.” 

In discussing the importance and 
necessity of the United Nations Mr. 
Stevenson said we no longer live in a 
large world. Through transportation fa- 
cilities the world has shrunken to an 
unbelievably small size, making it wholly 
impossible for us to live alone. He 
warned against  rabble-rousers who 
would rend the spirit of amity between 
nations which fought on the Allied side 
in World War II, and at the same time 
he cautioned against our being taken 
in by political ideologies which might 
eventually result in the American Gov- 
ernment adopting a form which would 
endanger our liberties and our free 
enterprise. 

“Life insurance is the most democratic 
of all institutions today,” said President 
Stevenson. “It is one of the reasons 
why we as its ambassadors should fol- 
low its concepts and should guard 
against any elements which may insidi- 
ously slip over on the nation doctrines 
dangerous to our system of protection 
of human rights, that protection so high- 
ly valued in this country and which has 
helped build America to what it is 
today.” 

Mr. Stevenson said that labor organ- 
izations should be aggressively alert to 
any insidious propaganda which has for 
its objectives the destruction of forms 
of government which Americans hold 
dear. 

“Our concern as life insurance men 
must be of a world where mankind lives 


Eric Johnson Shows Insurance’s 
Place in Fight For Security 


In his talk closing the Penn Mutual 
Life’s leaders convention in Murray 
Bay, Canada, Vice President Eric G. 
Johnson stressed the growing need tor 
security and necessity of having insur- 
ance to attain it. He said in part: 

“We speak of war and victory in the 
inilitary sense, but in a larger sense 
there is a never ending war—the eco- 
nomic war against financial insecurity— 
and in the wealthiest land in the world. 
We are living today in a dynamic and 
progressive economy. Tremendous strides 
1ave been made and miracles performed. 

Growth of Major Crimes 

“Last year there were more than 
1,500,000 major crimes in the United 
States—that is one every twenty sec- 
onds. It makes a lurid list. And, one- 
quarter of those arrested were under 
2l—the biggest age group being 17. 
Much crime has its beginning at some 
point of financial pinch in the lives 
of folks, 

“In a letter received recently by a 
Penn Mutual agent from the head of 
a psychiatric institution there is the 
following sentence, ‘Insecurity is the 
basis of so much mental illness.’ 

“A Federat Social Security Research 
Report says that more than 350,000 
children every year become paternal 
orphans. That is 1,000 a day. One out 





ERIC G. JOHNSON 


of seven youngsters who reach 18 are 
fatherless, and on the average have been 
for eight years. The fathers were too 


helpfully together in a peaceful world,” 


he said. 
Discusses Big Production Record 


Citing the increased size of the aver- 
‘age policy in the company, Mr. Steven- 
son said it was not the policy of Penn 
Mutual “to worship at the shrine of 
volume” but the increase in the average 
policy from $3,386 in 1941 to $4,405 in 
1945 and possibly $4,827 in 1946, presents 
a picture of healthy growth. “When 
our national income rose from $97 bil- 
lions in 1941 to $161 billions in 1945,” 
said Mr. Stevenson, “we’d raise a ques- 


tion if our business did not to some 
extent reflect this increase.” 
The average size policy for male 


adults in the company is larger than 
the average size for its business as a 
whole which includes policies on female 
and juvenile lives. The increase in the 
average size of these policies from 
$3,838 in 1941 to $6,159 in 1945 and pos- 
sibly $6,184 in 1946, follows the upward 
trend of the business as a whole. A de- 
velopment in keeping with the trend is 
the increase in the size of juvenile 
policies. 


Increasing Number of $10,000 Policies 


“You and I have heard a lot about 
the way the Government’s offer of 
$10,000 National Service Life Insurance 
raised people’s sights on the amount 
of life insurance necessary to provide 
adequate protection,” said Mr. Steven- 
son. “Here’s tangible evidence of this 
result. For 1941 about 10% of our poli- 
cies were for exactly $10,000. Over the 
war years this percentage has steadily 
increased so that by the end of the 
year almost 20% of our policies will be 
for exactly $10,000. Not only have the 
sights of lots of people been raised to 
$10,000 ‘but many people who might have 
been expected to buy two or three thou- 
sand of life insurance a few years ago 
are now not only looking at insurance 
in terms of larger amounts but have 
the money to buy it. Not so many years 
ago, for example, we would have ques- 
tioned a truck driver’s application for 
insurance for $25,000 yet we weren’t 
particularly surprised to receive an ap- 
plication of that size from a_ truck 
driver the other day. And certainly if 
the sights of the public have been raised 
as to what constitutes adequate pro- 
tection, aren’t we in danger of losing 


voung to have reached maximum earn- 
ing power or to have been able to pro- 
vide adequately for their dependents. 

“In 1900 there were less than 400,000 
college graduates (including both men 
and women) in the entire country. To- 
day there are four millions—ten times 
as many, and half of these have gradu- 
ated since 1930. The competition will 
be pretty tough for the youngsters of 
today who must do without a ‘cap and 
gown.’ 

Victories To Be Won 

“There are victories yet to be won, 
and today is the time to make great 
gains on the security front. 

“The public’s mind is receptive to that 
which will provide security. It is accept- 
ing life insurance now as never before. 
During the past five years another ten 
million young men have had _ their 
thoughts turned to life insurance. 

“How long will good business con- 
tinue? There is much speculation on 
that point, and estimates ranging from 
one year to eight years have been made 
in my _ hearing. 

“It would not only be very interesting, 
but of great value to know the exact 
answer, but it might be well in this 
connection to ask ourselves another 
question, even while we are in the midst 
of the present upswing—‘How can I 
make it last longer for me?’” 





JOHN A. STEVENSON 


some pretty good cases if we don’t keep 
our own sights in line?” 
Importance of Juvenile Market 

Discussing juvenile business Mr. 
Stevenson said: “To my mind, it’s al- 
most impossible to over-estimate the 
significance of the juvenile market. It 
natural when so were 


was many men 
in the service that the proportion of 
our business on juvenile and female 


lives would show an increase, but to a 
good many of us there were two sur- 
prises in our company’s figures from 
the latter years of the war—the fact that 
insurance on juvenile lives should con- 
stitute about one-fifth of our total num- 
ber of policies, and the substantial pro- 
portion of these policies on the lives 
of girls.” 

Sales to adult women in 1945 repre- 
sented about one-fourth of the com- 
pany’s business and_ studies indicate 
women are among the best prospects 
today. 

Market for Insuring Women 

Mr. Stevenson talked extensively 
about the female risk market. In 1945 
sales to adult women by the Penn Mu- 
tual Life represented about one-fourth 
of the company’s business. He saw no 
reason why the two markets—insurance 
on, men and insurance on women— 
should not be developed side by side. 

“Some studies we are making right 
now indicate that, next to returning 
veterans, women are among the best 
prospects of the company today. 

Commenting on the distribution of 
new business by types of insurance Mr. 
Stevenson said that in 1920 when he 
entered the insurance business Endow- 
ment insurance accounted for only 8% 
of the Penn Mutual’s business while in 
1946 it will probably be more than 25%. 

Strengthening of Reserves 

Kor the last five years the policy of 
the Penn Mutual has been to strengthen 
substantially its contingency reserves. 
“The profit which has been received from 
the sale of securities and the refinancing 
has been used largely for this purpose,” 
said Mr. Stevenson. “The public, in my 
judgment, is going to be far more in- 
terested in the strength of life insurance 
companies and durability to meet the 
hazards of the future than any matter 
relating to the comparative cost of life 
insurance or other extraneous service 
features. 

“On a measure, I hope I am a con- 
structive optimist. Personally, I do not 
see any positive evidences now of an 
immediate upturn of interest rates, How- 
ever, when production in America really 

(Continued on Page 4) 
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Penn Mutual Leaders Meet at Murray Bay 


Nairn on Agent in Public Relations 


public 
for 


agent in 
need 


the 
and 


mportance of 
relations contact the 
proper selection and training of agents 
the Penn Mutual 
leaders at Murray Bay, 
Gordon Nairn, 


was discussed before 
conference of 


Canada, last week, by A. 


field. supervisor of Life Underwriters 
\ssociation of Canada. 
“In the life insurance business the 


life insurance agent has the most direct 
and intimate contact with the public,” 
said Mr. Nairn. “Accordingly, it has 
been said, and I believe with a fair 
amount otf justification, that the public 
judges a life insurance company, to a 
large extent, by the type of agent rep- 
resenting such company with whom the 
public does business. To many people 
the agent is the company. He is Mr. 
Life Insurance. If this be so, it is vitally 
important that a life insurance company 
employ and train the type of agent who 
will merit public esteem and_ thereby 
promote a sound understanding and ap- 
rreciation of that company in the minds 
of the public. It is equally important 
that John Doe agent do everything he 
can to build and maintain good prestige 
with his clients and the public generally, 
since one of his most important assets 
is to he favorably regarded in his com- 
munity as an ethical, competent life 
insurance advisor. 


“It should be apparent to the career 
life underwriter that if he is to build 
for a permanency and create the utmost 
of prestige for himself with the public 
he must emulate the successful man in 
the other professions. He must first of 
all know his business thoroughly; he 
must have a professional sales technique 

the technique of diagnosing before 
prescribing; he must be favorably re- 
earded by his fellow life underwriters 


Making Direct Mail Click, 
Told By George E. Speakman 
Use of direct mail was discussed be- 
fore Penn Mur- 
ray Bay, Canada, last week by George 
E. Speakman of 
the home office 
agency. After de- 
scribing the three 
kinds of direct 


Mutual’s conference at 


mail reply-seek- 
ing, interview- 
seeking and pres- 
tige-building — he 
said: 

“Most of you 
are familiar with 
your own com- 


munity surround- 
tige - building — he 
stance, you know 
where there are 
new develop- 
ments; where 
there are young 
families. These are the people who are 
wnost interested in social security. You 
know which of the homes are in the 
price range of say $6,000 to $12,000. This 





George E. Speakman 


indicates the average income. Take 3 x 
5 cards and use one for each of the 
north and south streets. Then do the 


same with the east and west streets. By 
checking in a street address telephone 
book, an assessor’s list, a voter’s list, or 
in a street directory such as they have 
in Massachusetts, you get the names of 
the people who live on those streets. I 
suggest that you put these on 3 x 5 
cards, which makes it possible for your 
girl to put them in alphabetical order 
to make up the direct mail sheets. It is 
only necessary to know that these peo- 
ple have income. That is the only infor- 
mation you need. There are other places 


to get names for this purpose. If you 


A. GORDON 


NAIRN 


and be a good citizen in his community ; 
and he must render his clients as com- 
plete service as it is possible for him 
to render them. If he does these things 
he will find his clients giving him re- 
peat business, telling other people what 
a good life underwriter he is, giving 
him referred leads—in other words, 
making interference for him and help- 
ing him carry the ball. When this hap- 
pens it can truly be said that good 
public relations becomes the partner 
of the agent. As one life underwriter 
once stated most effectively, ‘I’ve been 
successful because I’ve been living right 
with my neighbors.’ ” 





have an alumni, engineers or advertising 
club list, you can use these as well. 

“It is a matter of individual prefer- 
ence—the type of material to be used. 
Some agents prefer a series of insur- 
ance and tax bulletins; others choose 
the Estate-O-Graph; and there are those 
who think it best to use the reprint 
service. Remember that this is your 
center of influence group. This is the 
group whose minds you are conditioning 
to the next purchase. This is the group 
through whom you are building your 
prestige. This is the source of your most 
profitable business. Choose wisely; se- 
lect carefully. Do it in such a way that 
when they think of insurance they will 
think of you. : 

“Up. to now I haven’t mentioned a 
very important market. The women’s 
market. It is not easy to get the names 
of women in great numbers from the 











Programming Methods Told by Priebe 


Advantages of programming were dis- 
cussed before Penn Mutual’s conference 
of leaders at Murray Bay, Canada, last 
week, by Arthur F. Priebe, of Rock- 
ford, Ill., who credited this method of 
selling _with increasing his average 
policy from $3,664 in 1940 to $9,000 in 
1945. From 1936 through 1941 he never 
had more than five cases in any one 
year of $10,000 or better with his pro- 
duction from one-third to a half million. 
After adopting programming the num- 
ber ot $10,000 cases increased to 23 in 
1912, 36 in 1943, and 41 in 1944, 

Trogramming takes more time, Mr. 
Priebe said, but it pays for itself. He 
went through a typical interview in the 
home with the prospect and his wife.” 
There is only one difference between a 
home interview and an office interview :” 
he said. “(1) If I see this client in his 
office, as busy as most men are today, I 
don’t feel that I can take the time to go 
through this whole picture. In that case 
I simply take the picture of his require- 
ments on this sheet and do the develop- 
ing in his home later: (2) If the original 
interview takes place in his home. we 
do the whole job at one sitting. ‘And 
when I say ‘sitting’ I mean just that. 
My home interviews last most of the 
evening, they are not hurried. Remem- 
ber, if you use this technique you are 
leading these people into an ‘entirely 
new way of thinking about Life Insur- 
ance money, and I don’t believe you are 
going to build a whole new financial 
philosophy for them in half an hour. 

_ “I don’t say a thing about his present 
insurance until I’m through developing 
his needs. Then—‘Now we need 

a_ month, in order to guarantee your 
wife her Social Security—your present 
insurance will furnish part of that. Tell 
me about your program to date.’ 

“Now, of course, you recognize that 
‘to date’ is a power phrase—implying 
that his program is not yet complete. 
But I submit to you that this is another 
point that makes this technique 100% 
sincerec—that I do not ask him about the 


sources previously mentioned. You can’t 
get the names of many women from the 
address telephone book, the assessors’ 
list, or the street directories. Selection 
by that method would be too difficult 
and would take too much time. How- 
ever, there are a great many women 
listed in voters lists, and by occupation 
in the classified telephone directory. 
There are nurses, doctors, and hairdress- 
ers. You can find a list of dieticians, tech- 
nicians and numbers of women’s clubs 
and house organs of large organizations 
which are excellent sources of informa- 
tion on business women.” 











with business executives 
problems. 


41 Maiden Lane 








In replying, please describe your qualifications as fully as possible. 
replies will be treated in the strictest confidence. 


ARE YOU THE MAN? 


Somewhere there is a man with broad group insurance and pension experi- 
ence who, although doing well in his present position, would welcome an 
opportunity to broaden his horizons. 
and critical judgment to enable him to serve as a professional consultant 
in connection with 


This man will have the personality 


their employee benefit 


To such a man is offered the opportunity with one of the oldest and leading 
firms of consultants, to fully realize all of his potentialities and advance 
more rapidly than is usually possible. 


All 


Box 1657, The Eastern Underwriter 


New York 7, N. Y. 














ARTHUR F. PRIEBE 


insurance he has, until I get all through 
develeping his needs. 

“And it will interest you to know, that 
aiter every one of these talks, some 
good underwriter comes up to me and 
says, ‘Now wait a minute, Priebe, what 
it you get all through developing this 
prespective client’s needs, and they call 
for $35,042 worth of Life Insurance, for 
example, and you get to this point and 
ask him how much Life Insurance he 
cwins—and he tells you $35,000—what do 
you do?’ 

“Well, you know what I do; the same 
thing that you do. I go home. What 
else can you do if you want to maintain 
his respect and your own? One of the 
indictments that we face as Life Insur- 
ance men and women is that we always 
have ‘something to sell.’ Assuming a 
constant need in a man’s program, for a 
diminishing need, as he gets older— 
some day his program could be com- 
plete, cculdn’t it?” 





Stevenson Talk 


(Continued from Page 3) 

gets under way, it is my judgment that 
businesses and industries will be needing 
money for expansion. At such a time it 
is my judgment that we will begin to 
see a slight upping of interest rate. | 
would be greatly surprised if we had 
not reached the bottom of the down 
trend of our interest return. Notwith- 
standing what I have said, it is the 
business of insurance management to 
put its house in order in case the inter- 
est rates stay for a long time at the 
present rate to meet all contingencies, 
which means we must have adequate 
reserves.” 

In his concluding remarks Mr. Steven- 
son said: 

“People have the money to buy life 
insurance and to buy it in substantial 
amounts. People have a need for life 
insurance, and, unless we want the state 
to take over the job of providing for 
our families that need will exist until 
we can invent some sort of longevity 
‘radar’ that will bounce back and tell 
us how long a man is going to live. 
People are willing to buy life insurance, 
but that willingness is not rooted in any 
new invention of the life insurance com- 
panies developed under the pressure of 
war. It is rooted in confidence built up 
by companies like ours which, over the 
past hundred years, through war and 
peace, prosperity and depression, have 
fulfilled their promise to those whose 


4 


tunds they have held in trust. 
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Penn Mutual Leaders Meet at Murray Bay 





L. L. Newman Gives Talk 
On Prestige in Selling 


LOWELL L. 
Lowell L. 


NEWMAN 


Newman, associate general 
agent of Penn Mutual’s Samuel B. 
Gregory Agency, Fort Wayne, talking 
on “Building Prestige” at the company 
convention at Murray Bay, Canada, last 
week said that he keeps his identity 
with his clients by writing personal let- 
ters ‘o them giving them the news about 


Writing Juvenile a Tonic 


Says R. W. McWilliams 


When energy runs low and your 
spirits are devitalized, regard junior in- 
surance as a sort of “pep pill,” Robert 

W. McWilliams, 


Edward L. Reiley 
Agency Cleve- 
land, said in an 


address on “Ju- 
venile Insurance,” 
at the Penn Mu- 
tual convention 
last week at Mur- 
ray Bay, Canada. 
“You will find it 
a tonic,’ he con- 
tinued. “Write a 
few babies—boys 
and young girls— 
and you will be 
feeling fresh and 
ready to face that 
stubborn corpora- 
tion case. It is 
timulating to talk to a young couple 
who have just started in parenthood. 
\lmost without exception they are vi- 
ally interested in planning for the fu- 
ure of that child. That makes the ap- 
roach an easy pleasant experience. It 
loesn’t require much salesmanship to 
‘onvince them of the need of starting 
in educational program. 

“The policies on children are usually 
small, but not necessarily as inconse- 
juential as they might seem. Frequently, 
n planning for the child’s policy, the 
father sees the need for enlarging his 
%wn program. Often the mother may 
have no insurance, or other members of 
the family circle may be included. I en- 
courage having as many as possible hear 
my presentation. 

“Juvenile insurance is by no means 
limited to infants. Whenever we are 
writing a member of a family, so often 
we are careless about investigating all 
of the possibilities. High school stu- 
dents about to graduate offer a fine list 
of prospects, especially since the teen 
age boys are now draft exempt.” 





R. W. McWilliams 





their friends who may be scattered over 
the greater part of the world; con- 
gratulating them on their successes, 
their wedding, the arrival of their chil- 
dren, and other events of personal im- 
portance. 

During an interview, Mr. Newman 
said. he is careful not to talk too much 
in the presence of his prospect. “TI tell 
the basic facts and let them guess at 
the details. You also might try to 
shorten your sales talk as it tends to 
increase the delusion about which you 
have been talking. Then there is the 
advantage of listening—you might hear 
somecne say yes.” 

Commenting on prestige in selling Mr. 
Newman said that maybe its use is a 
trick, or an attempt at enchantment, 
and maybe we do create an illusion, and 
even a delusion, in the selling we do. I 
just hadn’t analyzed it that way. T had 
always thought that prestige was being 
well and favorably known, but here are 
some tricks I use to create the illusion 
in the prospect’s mind that I am at least 
well known. 

“T have never been 
ceiving publicity, and I have never shied 
awav from the use of advertising, in- 
tended to introduce myself in the most 
favcrable manner. I consent to speak 
to a convention of my peers such as this 
purposely to prevent getting lost in the 
mad scramble of life insurance men 
who are spending their efforts to make 
all wives attractive widows. and assure 
the orphans that their fathers had at 
least some good qualities.” 


reluctant to re- 





Business Looks Good to 


Veteran Says G. D. Commons 

Discussing 
the Veteran” 
last 


“How Business Looks to 
at the Penn Mutual Life 
week at Murray Bay, 
Canada, Glenn D. 
Commons, of the 
company’s James 
M. Royer Agency, 
Chicago, said that 


Convention 


in view of the 
fact that 1,700 
agents can do as 
much business to- 
day as 5,000 
agents and brok- 
ers could do in 


the late ’20’s there 
just couldn’t be 
any answer other 
than it looks 
good. Mr. Com- 
mons, who served 

G. D. Commons in the armed 

forces for forty- 
four months remarked that he didn’t 
work very hard his first month back and 
as a result he didn’t get much business. 
He later attended the company re- 
fresher course and said “I learned a lot 
there, and I saw the volume of business 
being done, and I decided that if those 
home office people had to work over- 
time and week-ends to handle the busi- 
ness of the company’s agents, it was 
about time that I set both of my feet 
down hard. 

“Maybe ten million servicemen each 
with 10,000 dollars of National Service 
Life Insurance were completely insur- 
ance saturated. Maybe Government in- 
surance was just another springboard 
to bigger and better sales, and serv- 
icemen were looking for insurance 
counsel and guidance. World War I 
insurance and_ social security were 
tremendous boosts to civilian life insur- 
ance, and if that were true, why wasn’t 
World War II insurance going to oper- 





ate the same way? And now after al- 
most four months of really working, I 
find that it is a big boost. And not 
nearly all of my clients are ex-service- 
men but the non-soldier is learning 
from the ex-soldier, and they all have 
money to spend for insurance, for se- 


security, and for future delivery.” 


York, 


Cultivation of Women’s 


Market Urged by Pfeffer 


Harold E. Pfeffer, a member of the 
Penn Mutual’s Ben Hyde Agency, New 
discussing “The Feminine Insur- 
ance Market” at 
the company con- 
vention last week 
at Murray Bay, 
Canada, said that 
there probably are 
as many if not 
more female in- 
surance prospects 
than male. They 
now hold key po- 
siticns in every 
field, he re- 
marked, and are 
prominent in all 
professions, a nd 
the time is not 
too far distant 
when you will 
find more gain- 
fully employed females than males. 

“If you are ignoring the women’s in- 
surance market,” he continued, “you are 
passing up the most rapidly expanding 
market that exists and it isa more profit- 
able market than you probably realize. 





H. E. Pfeffer 


Women buy high premium insurance, 
mostly retirement income. A large per- 
centage of female sales should also 


prove very profitable to the company 
and help substantially to improve the 
mortality rate. We have always been 
told that females outlive the males by 
five or more years.” 

Concluding Mr. Pfeffer pointed out 
that the women’s market for insurance 
is gomg tc be larger each year and “we 
in the business must change some of 
our old fashioned ideas and prejudices.” 
Insurance representatives who sneer at 
or who do not solicit the women’s in- 
surance market are overlooking an ex- 
cellent source of increased production, 
he remarked. 





Telephone Recommended in 
Prospecting by E. N. Bivens 


Discussing “Developing a Telephone 


Sales Technique” at the Penn Mutual 
Life convention last week at Murray 
Bay, Canada, Eu- 
gene N. Bivens, 
of the Henrik G. 


Wollter Agency, 
Oakland, said thot 
today, as never 
before, a_ utiliza 
tion of time is of 
prime importance 


to the producer 
who desires to 
reach the mavxi- 
mum degree of 
efficiency. “If we 
expect to take ad- 
vantage of the 
golden opportun- 
ity that exists to- 





Eugene N. Bivens day,” he con- 
tinued, “we will 
be spending every possible moment in 


the presence of the prospects or logical 
suspects. Because of the rich oppor- 
tunities that exist today our time is at 
least twice as valuable as it possibly 
was a few years ago. Where shall | 
zo? Whom can I see now? Where can I 
get another application? These ques- 
tions are inevitable and can become 
quite disturbing and discourage even the 
very elect if left unanswered. But there 
is an answer, or a solution, and that is 
vour telephone. 

“Tt lies in the proper use of the tele- 
phone in making appointments to sell 
life insurance. It is one of the fastest 
methods of prospecting there is. If used 
properly the results will be: no time 
lost in going to see people who are out; 

(Continued on Page 12) 





Alternate Plan Chart 
Outlined by Maibucher 


Package Selling” at the 
Penn Mutual Life last 
Bay, Canada, C. Wil- 
liam Maibucher, 
a member of the 
Ray Patterson 
\gency, Indiana- 
polis, outlined an 
alternate plan 
chart presented to 
a client whose 
present life insur- 
ance coverage 
amounted to $12,- 
000. On the orig- 
inal call at the 
prospect’s place 
of business Mr. 
Maibucher was 
received with 
“Not interested in 
more life insur- 
ance.” His reply 
to this was that he didn’t expect to 
catch the prospect at exactly the time 
he had been contemplating adding to 
his life insurance estate. After receiving 
some details Mr. Maibucher suggests 
that he prepare a chart of a plan that 
will give the prospect some further in- 
formation regarding his investment and 
retirement plan after which he makes 
an appointment to discuss the plan fur- 
ther. 

On his next call Mr. Maibucher pre- 
sents two plans to the prospect. Plan 1 
is primarily designed for the prospect's 
family, providing a guaranteed monthly 
income for seventeen years, when his 
daughter will be out of high school, of 
approximately $105. This income added 
to the $75 per month the prospect’s pres- 
ent life i insurance will provide still leaves 
his family short about $20 of the $200 
the prospect stated that they should 
have. 

Plan 2 reduces the amount of monthly 
income to the prospect’s family to a lit- 
tle over $60 for a seventeen vear period, 
but it increases his own retirement in- 
come from $85 a month on plan 1 to 
$117 and his yearly profit over the per- 
iod until he reaches retirement age will 
be approximately $176. 


Discussing 


convention of the 
Murray 


week at 


C. W. Maibucher 





August Epp Recommends 
Cultivating Women Clients 


Selling to women seems to be no dif- 
ferent than selling to men, and they are 
no harder to sell than men, August Epp, 
of the Paul Jer- 
nigan Agency, 
Penn Mutual, 
Wichita, said in 
a discussion on 
Ps¢llinag to 
Women” at the 
Penn Mutual con- 
vention last week 
at Murray Bay, 
Canada. “My sell- 
ing is almost com- 
pletely confined 
to referred leads,” 
he said. “Always 
when delivering a 
policy to a woman 





| completely ex- 

August Epp plain the issued 
contract, after 

which I never fail to ask for the names 
of her friends who, too, might be inter- 


ested in saving a little money in a safe place 
and where it would really do them some 
good. Very often, when I call on these re- 
ferred leads, I find they have already 
been told that I will call on them to see 
them about a savings plan.’ 

One difference between men 
women, Mr. Epp remarked is that 
women are more sincere and more anx- 
ious to secure their future in way of 

(Continued on Page 12) 
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Equitable of lowa Four-Day Meeting 
Held at Chateau Frontenac, Quebec 


The thirty-fourth annual Production 
Clubs Convention of the Equitable Life 
of Iowa was held this week at Chateau 
Frontenac, Quebec, with leading pro- 
ducers and general agents, members of 
their families, and home office person- 
nel in attendance. This was the first 
reunion since 1941 and was the largest 


convention in the company’s history. 
Sessions began July 1 and continued 
through July 4. R. E. Fuller, agency 


vice president, who presided at the 
opening session and the convention ban- 
quet, was the officer in charge. 

The convention theme was “Life In- 
surance in the Post-War World,” and 
the various aspects of that subject were 
discussed during the progress of the 
convention by a large number of field 
asscciates and home office officials. 

A review of production attainments 
of the fielc during the first six months 
of 1946 was a highlight of the welcom- 
ing address of F. W. Hubbell, presi- 
dent. Mr. Hubbell revealed that total 


paid prodvction for the period approx- 
imated $60,000,000, three-quarters of the 
obiective for the entire year and a sum 
nearly twice the amount paid for dur- 
ing the same period of 1945. He also 
conxratulated the field associates upon 


R. E. FULLER 


the substantial gains life insurance in 
force had achieved due to the large 
volume of new business and the low 
lapse ratio. Life insurance in force, he 
reported, had increased more than 
$45,000,000 since December 31, 1945, to 
a new high of approximately $790,000,- 
000 as of June 30. The Equitable Life 
of Iowa, Mr. Hubbell announced, will 
complete eighty years of service next 
January with well over $800,000,000 of 
life insurance in force. 
Production Awards 

The attainments of leading producers 
always are accorded special recognition 
by the Equitable of Towa at convention 
time, and the awarding of honors based 
on production achievements was a fea- 
ture of the first day’s business session 








F. W. HUBBELL 


as well as of the Production Clubs ban- 
quet which took place that night. R. G. 
Hunter, vice president and actuary, dis- 
tributed additional renewal awards to 
185 agents in recognition of the at- 
tainment of high conservation § ratios 
during 1945 on business originating in 
1944. He also presented conservation 
awards to the four following general 
avents whose agencies’ 1945 renewals of 
19:4 new business were the highest in 
the company: S. L. Ford, St. Louis; J. 
M. Lemonds, Sioux City; F. L. Mc- 
Cormick, Des Moines; H. O. Nelson, 
Chicago. 

Mr. Fuller introduced and presented 
insignia of office to the agents and gen- 


eral agents whose 1945 records had 
earned them officerships in, the various 
clubs as follows: Organization Club 


(general agents only), H. A. Hedges, 
Kansas City, president; F. A. Smart, 
Detroit, vice president; President’s Club, 
H. R. Ward, Detroit, president; W. B. 


Equitable, Iowa Top Agent 





EARL W. LEMONDS 


Earl W. Lemonds, Sioux Falls, South 
Dakota, representative of the Equitable 
Life of Iowa since 1927, was presented 
to the members of the Production Clubs 
at the company’s convention this week 
at the Chateau Frontenac, Quebec, as 
the 1946 member of the “Hall of Honor,” 
the highest honor attainable by an agent 
of the company. 

Mr. Lemond’s entire life insurance 
career has been spent with the Equitable 
Life of Iowa as a member of the South 
Dakota agency of which his father, J. 
M. Lemonds, has been general agent for 
twenty-two years. An alumnus of the 
law college of the University of South 
Dakota, Mr.-Lemonds entered the busi- 
ness following graduation, and in the 
nineteen years which since have elapsed 
has established a notable record as re- 
flected by memberships in seventeen 
Production Clubs, five memberships in 
the Century Club, and a One-a-Week 
Club record of 980 weeks which dates 
back to the signing of his contract. 
Strief, CLU, Des Moines, vice president; 
R. H. Sheldon, Los Angeles, secretary; 
Agency Club, A. Freeman Mason, CLU, 











HOME OFFICE EXECUTIVE: 





A Top Executive Position open for the right man. Salary 
commensurate with responsibilities. Sound, Substantial Future. 
Old Company with home office in the East, writing Ordinary 
and Industrial. Experience in management, underwriting, and 
executive work required. State age, educational and business 
background. Address J. J. J.. c/o THE EASTERN UNDERWRITER, 
41 Maiden Lane, New York 7, N. Y. 








Wins General Agents Award 
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HERBERT A. HEDGES 


Herbert A. Hedges, general agent at 
Kansas City for Equitable Life of Iowa, 
was the recipient of the “Master Agency 
Builder” award for 1946 at the com- 
pany’s convention this week at the 
Chateau Frontenac, Quebec. This desig- 
nation is the highest honor that can be 
conferred upon an Equitable Life of 
lowa general agent. It reflects pre-emi- 
nence in organization, production, con- 
servation, average size policy and other 
major factors of agency building. 

Mr. Hedges, a past president of the 
National Association of Life Underwrit- 
ers, began his life insurance career as 
an Equitable of Iowa representative in 
Quincy, Tlil., in June, 1919. In Decem- 
ber, 191°, lie became general agent at 
Chitlicothe, Mo., and in 1924 assumed 
his present post as head of the Kansas 
City agency. Mr. Hedges agency was 
represented at this year’s convention by 
sixteen qualified agents, the greatest 
number to earn attendance rights from 
any agency. 

This is the third time Mr. Hedges has 
won the “Master Agency Builder” 
award. 


Philadelphia, president; E. E. Smith, 
Wichita, vice president; H. E. Firby, 
Los Angeles, secretary. 

Two veteran company representatives 
were signally recognized at the ban- 
quet. Earl W. Lemonds, Sioux Falls, 
South Dakota, was presented as the 
1946 member of the Hall of Honor, the 
highest recognition attainable by an 
Equitable of Iowa soliciting agent. 
H. A. Hedges, general agent, Kansas 
City, was presented as the winner of 
the 1946 Master Agency Builder award, 
the highest recognition attainable by 
an Equitable of Iowa general agent. 
Additionally, recognition was accorded 
to a large group of veteran members 
of the Equiowa One-A-Week Club, each 
of whom had attained noteworthy major 
anniversaries in their club careers since 
the last convention in 1941, Heading the 
list of those so recognized was the dean 
of the One-A-Week Club and only re- 
maining charter member, Ben Bloch, 
Peoria, who as of December 22, 1945, 


(Continued on Page 16) 
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Waggoner Heads Boston 
Agency of Mutual Life 


SUCCEEDS JOSEPH A. LANIGAN 
Vice President A. E. Patterson Urges 
Producers to Aid Veterans at 
Installation Dinner 





Leland T. Waggoner, Mutual Life of 
New York, has been appointed manager 
of the company’s Boston agency, suc- 
ceeding Joseph A. Lanigan, retired, 
Roger Hull, vice president and manager 
of agencies, announced. Ward Phelps, 
who supervises the company’s New Eng- 
land agencies, introduced the new man- 
ger to the company’s field representa- 
tives at installation ceremonies held at 
a luncheon meeting. In the evening a 
dinner was held, attended by local in- 
surance, banking and industrial leaders, 
as well as officers of the Mutual Life, 
including Alexander E. Patterson, execu- 
tive vice president. 

A graduate of Maryville College, 
Tenn., and New York University, Mr. 
Waggoner first joined the Mutual Life 
in 1934 as a field representative in Mary- 
ville. He received the designation of 
CLU, and is a graduate of the Life In- 
surance Agency Management Associa- 
tion’s Managers’ School. 

Mr. Waggoner entered the armed 
forces on June 2, 1942, and was dis- 
charged in November, 1945, with the 
rank of lieutenant, senior grade, USNR. 
He first served as an instructor for offi- 
cer candidates at Smith College. He was 
later assigned to foreign duty as dis- 
trict benefits and insurance officer for 
the Fourteenth Naval District, Pearl 
Harbor. Mr. Waggoner also served in 
an advisory capacity on insurance mat- 
ters to the Pacific Fleet and all the 
Marine ferces in the Pacific, in which 
capacity he traveled to practically every 
large island in the Pacific. , . 

Mr. Patterson, who is chairman of 
the joint committee on conservation of 
National Service Life Insurance of the 
American Life Convention and the Life 
Insurance “Association of America, 
urged all producers to renew their ef- 
forts in helping veterans keep their Gov- 
ernment life insurance in force. Point- 
ing out that legislation has been intro- 
duced recently so that G. I. insurance 
policies will soon include provisions for 
a lump sum payment, conversion into 
endowment and no restrictions as to 
naming of beneficiaries, Mr. Patterson 
said that many veterans’ objectives have 
been met and the well-trained producers 
can render a great public service if they 
would continue to urge veterans to keep 
their National Service Life Insurance 
policies in force. 





EMANUEL DASH HONORED 


Officers and executives of the United 
States Life Insurance Co. gave a dinner 
last week in honor of Emanuel Dash, 
president of Dascit Underwriters, Inc., 
general agents of the company. All full- 
time and part-time agents of Mr. Dash’s 
organization were present, the occasion 
being the celebration of the sixteenth 
anniversary of Mr. Dash’s affiliation as 
general agent with the United States 
Life and the merged Brooklyn National 
Life Insurance Co. with which he started 
his insurance career. He joined the 
United States Life as a result of the 
merger in 1935, 

Representatives of the company at- 
tending the dinner were vice presidents 
George M. Selser, James F. R. Loutit 
and Richard Rhodebeck, and Messrs. 
Roy A. Foan, Richard Caldwell, and 
Joseph Treusch. 





SAN ANTONIO ASS’N ELECTS 

G. Archie Helland has been elected 
president of the San Antonio (Texas) 
Association of Life Underwriters while 
C. E. Wood has been named vice presi- 
dent; Ward L. McClure, treasurer; 
Grover Quillan, secretary; and L. C. 
Bradley (Hérman Andrew, Co.) R. H. 
Durkee and Bruce Parker have been 
elected directors. 


Equitable Society Makes 
New Agency Appointments 


Division of Equitable Life Assurance 
Society’s Tri-State territory into three 
separate agencies, retirement of an 
agency manager after thirty-one years’ 
service, and appointment of three new 
agency managers have been announced 
by President Thomas I. Parkinson. In 
the territory serviced for twenty-four 
years by the Tri-State agency, the com- 
pany has partitioned that area into three 
distinct agencies having headquarters at 
Salt Lake City, Utah; Boise, Idaho; and 
Great Falls, Montana. James H. Har- 
rop, an agency manager for twenty-five 
years, twenty-four of which were spent 
at Salt Lake City, has retired, his suc- 
cessor being Clarence L. Madsen, whose 
agency will cover Utah and Nevada. 

Managers of the new Boise and Great 
Falls agencies are F. J. Buck and Wil- 
liam C. Moore, respectively. 





J. A. ANDERSON TRANSFERRED 

Joseph A. Anderson, assistant district 
manager of District No. 5, The Pruden- 
tial, Los Angeles, has been promoted to 
manager of the Salt Lake City district. 


W. P. Wensley has been named 
branch manager in Edmonton, succeed- 
ing T. G. Morris for Manufacturers Life. 





N. Y. LIFE’S HOUSING PROJECT 





Awards Construction Contract to G. A. 
Fuller Co. on 3,200-Unit Queens 
Development 
The New York Life has awarded the 
contract for the construction of its 
3,200-unit garden type apartment hous- 
ing development at Fresh Meadows, 
Queens, to the George A. Fuller Com- 
pany, George L. Harrison, New York 
Life president has announced. Plans 
are being prepared by Voorhees, Wal- 

ker, Foley & Smith, architects. 

The plans include two thirteen story 
buildings containing 600 apartments, 
and a spread of two and three-story 
buildings which will aggregate 2,600 
additional units. A community center, 
shopping facilities, a theatre, a nursery 
school, playgrounds, central garages for 
1,700 cars and complete landscaping are 
the other features of the project. The 
thirteen-story buildings will be erected 
first. Only about 20% of the 155 acre 
tract will be occupied by buildings. 





Marius Hansen, district manager of 
the Kansas City office of the Pruden- 
tial, has completed twenty-five years of 
service with the company. 








READ THE STORY 
of the BRISTOL-MYERS employee benefit plan 


This new plan, recently adopted by Bristol-Myers, na- 
tionally known maker of drug items, has changed all 
previous ideas about how to secure good employee re- 
lations and complete cooperation with management. It 
outmodes former approaches to these problems. The 
plan is practical and successful. Executives of companies 
will want to check the details for possible application to 
their own problems...so will Life Underwriters. 
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Walter S. Story Retires 
From Mutual Life 


P. J. SCHAUS TO BE SUCCESSOR 





Editor Story Had Been With Company 
Since 1923; Is Author of Many 
Books and Short Stories 





Walter S. Story, editor of the Mu- 
tual Circle, publication of the Mutual 
Life of New York, retired recently un- 
der the company’s regular retirement 
plan. He has been succeeded by Peter 
J. Schaus, 


Mr. Story went with the Mutual Life 
in 1°23 as manager of the literary bu- 
reau, forerunner of the public relations 
department, following several years’ 
service with a New England life com- 
pany. For nineteen years he wrote 
“Points,” house organ for field represen- 
tatives, in its entirety twice a month 
and edited “Applied Salesmanship” and 
“Our Best Assets” in addition to turn- 
ing out for use among the field forces 
educational material to promote sales- 
manship and good will. In 1942 when 
the company decided to publish an em- 
ploye magazine, the Mutual Circle, he 
was cliosen to edit it. 

A gifted writer, Mr. Story is the au- 
thor of several books for young people 
among them being “Skinny Harrison,” 
“The Young Crusader,” “The Uncharted 
Island,” “Boy Heroes of the Sea” and 
“The Missing Million.” He has also 
had published well over a hundred 
novelettes and short stories in addition 
to countless essays and articles. 

Mr. Schaus joined the accounting de- 
partment of the company in 1920 and 
was subsequently appointed secretary to 
Granville M. White, M.D., former vice 
president of the company. In 1929 he 
was subsequently appointed secretary to 
risks department where he served until 
his present appointment. 

Educated at the College of the City 
of New York and Columbia University. 
Mr. Schaus was in the newspaper field 
before going with the Mutual Life. He 
is a professional artist and the author 
of several poems which have appeared 
in national magazines. 





WEBB HEADS DALLAS ASSN. 


Hal D. Webb, Lincoln National Life 
has been elected president of the Asso- 
ciation of Life Underwriters of Dallas, 
Texas, succeeding R. P. Baxter, Rio 
Grande National Life. Other newly 
elected officers are J. Howard Ardrey. 
Indianapolis Life first vice president; 
Ed. O. Choice, Great National Life, sec- 
ond vice president; Guy L. Goldsmith, 
Equitable Life, treasurer, and Miss Cora 
A. Dulaney, Great National Life, secre- 
tary. Directors are Orviller W. Erick- 
son, John Hancock, Ben W. Thomas, 
Jefferson Standard, and Milton F. Sim- 
mons, Southland Life. 





ARTHUR S. POTWIN’S NEW POST 
Arthur S. Potwin, who was a member 
of the legal department and more re- 
cently the agency department of the 
Connecticut Mutual, has been appointed 
Pacific Coast consultant for the com- 
pany’s seven coast agencies on matters 
pertaining to business life insurance, 
employe pension plans, estate conserva- 
tion and insurance taxation. Mr. Pot- 
win will locate in Portland, Oregon. 





BANKERS, IA. SALES SCHOOL 

Twenty-one representatives from 
eleven agencies of the Bankers Life of 
Iowa attended district sales training 
school in Denver, June 24, through 
June 28. The school was under the di- 
rection of T. H. Tomlinson, manager of 
sales promotion, assisted by Roy A. 
Frowick, sales training department. 





Michael E. Ray, manager, Guardian 
Life, Newark, last month celebrated 
his twenty-fifth anniversary with the 
company. 
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Manufacturers Names 
New British Manager 


CHARLES F. wooD GETS POST 
Succeeds E. William Phillips, Who Re- 


tires as General Manager for Great 
Britain, After Long Career 


Manufacturers Life of 
appointed Charles F. Wood, now mana- 


Canada has 
ger of the City branch, to be manager 
for Great Mr. Wood, now 42, 
received his early education at Arling- 
ton Park College, Chiswick, and at St. 


3ritain. 


Pauls School, West Kensington, where 
he was a Foundation Scholar. He com- 
menced his insurance career in. the 


chief office of the Commercial Union 
\ssurance in 1922 and seven years later 
transferred to the Manufacturers Life. 
He was appointed assistant secretary 





CHARLES F. WOOD 


for Great Britain in July, 1929, secre- 
tary for Great Britain in September, 
1930, and in 1933, became district secre- 
tary at Holborn branch (now City 
branch) in addition to his duties at the 
chief office for Great Britain. In 1935 
he was appointed branch manager at 
Holborn and he has achieved outstand- 
ing success in agency management. 

Mr. Wood is a Fellow of the  Insti- 
tute of Actuaries and a member of its 
council. He is also deputy chairman of 
the board of examiners and joint honor- 
ary secretary for the coming year. 

E. William Phillips, O.B.E., F.LA., 
Manufacturer’s present general mana- 
ger for Great Britain, is retiring by his 
own request at the end of September 
for reasons of health and intends to 
practice as a_ barrister. 

From 1908 to 1915 Mr. Phillips was 
associated with the Prudential Assur- 
ance in London. During this period he 
wrote his actuarial examinations and 
qualified as a Fellow of the Institute of 
Actuaries at the age of 21. He had a 
distinguished career in World War T, 
being twice mentioned in despatches and 
being awarded the Order of the British 
Empire (Military Division). From 1918 


to 1925 he was assistant actuary of 
Wesleyan General Assurance Society. 
In 1925 when Manufacturers Life 


commenced operations in Great Britain 
he was appointed manager for Great 
Britain, becoming general manager in 
1935. Mr. Phillips has held a number 
of offices in the Institute of Actuaries; 
he was elected a member of the Council 
in 1937, appointed honorary secretary in 
1942 and from 1938 to 1945 was chair- 
man of the Students Society. In addi- 
tion to insurance and actuarial activities 
he has many wide and varied interests: 
he is a barrister-at-law, a Fellow of the 
Royal Statistical Society, a Fellow of 
the Incorporated Sales Managers’ Asso- 
ciation and a past chairman of the 
British Direct Mail Advertising Associa- 
tion, 


Made Mutual Life Second Vice Presidents 





Matar Studio 
REEVES 
Donald B. 
second 


CLIFFORD B. 
Clifford B. 
Woodward 
vice presidents of 
New York, 


las, announced. 


Reeves and 
elected 
Mutual Life of 
W. Doug- 
Reeves for- 
the president, and 


been 
the 
President 
Mr. 
merly assistant to 
Mr. Woodward 


to the president. 


have 


Lewis 
was 
was research assistant 
Mr. Reeves resigned as vice president 
1941 
to the presi- 


of Doremus & Co. in to join the 
Mutual 
dent. From 
ciated with the investment banking firm 
of J. G. White & Co., of which he was 
a director. that 
engaged in newspaper work and _ busi- 
ness publishing. He is a well known 
writer on financial and economic sub- 
jects, and has contributed scores of 
articles to leading American periodicals. 
Mr. Reeves graduated from the Whar- 
ton School of Finance and Commerce, 


Life as assistant 


1929 to 1933, he was asso- 


Prior to time he was 


DR. CORLISS L. PARRY DEAD 


Senior Research Associate of Metro- 
politan’s Business Research 


Bureau Was 45 


Corliss L. Parry, Ph.D., senior re- 
search associate in the Business Re- 
search Bureau of Metropolitan Life, 
passed away Sunday, June 30, at his 





DR. CORLISS L. PARRY 


home in New Canaan, Conn., after an 
illness of several months. The funeral 


DONALD B. WOODWARD 


University of Pennsylvania, receiving 
his B.S. degree in economics in 1924. He 
was president of the senior class and 
chairman of the undergraduate council. 

Upon leaving college, Mr. Reeves be- 
came news editor of “Automobile Top- 
ics”; and in 1926 he became associated 
with the Guaranty Trust Co. of New 
York, contributing to the bank’s eco- 
nomic review and acting as assistant 
editor of the “Guaranty News.” 

Mr. Woodward left Moody’s Invest- 
ment Service in 1940 to become re- 
search assistant to the president of the 
Mutual Life. He had previously been 
associated with the New York “Wall 
Street Journal,” and also served as fi- 
nancial editor of “Business Week.” He 
is co-author with Mare A. Rose and 
Murray Shields of several books on fi- 
nancial topics. 

Mr. Woodward served on the _ re- 
search staff of the National Recovery 
Administration in 1933, and also did spe- 
cial consultative work with the board of 
governors of the Federal Reserve Sys- 
tem, Washington, in 1939. During World 
War II, he was a consulting expert to 
the U. S. Treasury Department. 

Mr. Woodward is secretary of the 
committee on public debt policy, a mem- 
ber of the committee on research in fi- 
nance of the National Bureau of Eco- 
nomic Research, and of the Life Insur- 
ance Investment Research Committee, 
also serving as chairman of its subcom- 
mittee on public debt. 

He received his B.A. degree from the 
University of Indiana in 1928. 


will be in Jackson, Ohio, today. 

3orn in Jackson September 23, 1900, 
of a family long well known in Ohio 
affairs, Dr. Parry was educated at Ober- 
lin College and Ohio State University. 
There he received his doctor’s degree 
and taught insurance, as he later did for 
a nuniber of years as lecturer at Co- 
lumbia. He was a member of two honor 
societies, Phi Beta Kappa and Beta 
Gamma Sigma, also Sigma Phi Epsilon. 

He joined Metropolitan in 1931 as 
research assistant, in which capacity his 
intelligence, research talents and_ in- 
genuity soon brought him added bureau 
responsibilities. He was promoted first 


to research associate and later senior 
research associate. He was a member 
of the administrative personnel ever 


since its inception. 

Dr. Parry’s main interest was insur- 
ance investments, in which he had be- 
come a leading authority. He served on 
certain subcommittees of the Life In- 
surance Investment Research Committee 
since it was organized. His writings, 
in addition to his doctoral thesis on 
“Investment Policies and Practices of 
J. S. Legal-Reserve Life Insurance 


(Continued on Page 17) 





Mutual Benefit Has 
Department of Issue 


DR. W. A. REITER IN CHARCE 


Company Reorganizes Policy Issue Pro- 
cedure Under Arthur Lesser, Harry 
Petty and J. F. Graether 

Mutual Benefit has reorganized ‘ts 
policy issue procedure under one new 
department, the change culminating six 
months of study under the supervision 
of Vice President Oliver Thurman. 

Dr. Walter A. Reiter, vice president 
and medical director, will head the new 
department. He has made many field 
trips in his twenty-four years on thie 
company’s medical board and under- 
stands the fieldman’s situation in re- 
gard to early issue of cases. Under the 
new setup he believes both the field 
and home office will reach their common 


Underwood & Underwood 
WALTER A. REITER 


DR. 


objective of smoother and faster serv- 
ice. His department will comprise three 
divisions: the underwriting division; 
the policy division, which in itself is 
composed of the issue and policy change 


sections; and the records and_ ex- 
aminers division. 

Arthur Lesser, assistant secretary, 
will direct the policy division. Mr. 
Lesser, who has forty-four years of 


experience in the new business opera- 
tions of the company, joined the Mutual 
Benefit in 1902 in what was then called 
the policy department and later was 
assigned to work in the policy change 
section. He became head of the section 
in 1926 and in March this year was 
elected to the company’s official staff. 
In Mutual Benefit activities, he has 
served as president of the Veterans 
Club. 

Harry Petty will direct the underwrit- 
ing division as supervisor. He joined 
the Mutual Benefit in 1929 as a mem 
ber of the filing department. Two years 
later he began his underwriting career, 
continuing uninterruptedly until Mare! 
1944 when he left for service in the 
Navy. He attended the Naval Air 
Training School at Jacksonville, but in 
September 1944 he received a medical 
discharge and returned to his unde: 
writing work with the Mutual Benefi'. 
He is an associate of the Life Office 
Management Association Institute an‘! 
is studying for his fellowship. 

Julius F. Graether, who will direct th: 
records and examiners division as super- 
visor, has been with Mutual Benefit 
his entire business life. When he lef 
Newark High School in 1905 he joins 
the company as an office boy in th 
medical department. He was subse 
quently transferred to the index section 
and in December 1926 was made head 
of that section, now part of his new su- 
pervisory responsibilities. Mr. Graether 
is currently president of the Newark 
Camera Club. 
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Life Insurance Companies 
and their Agents urge every Veteran: 


Dont drop your 
rice Life Insurance” 


Ten questions commonly asked about NSLI....The Life Insurance Companies 


are glad to give you the answers, as furnished by the Veterans Administration 


Why should | keep my National Service Life Insurance? 

Because, as a veteran, it enables you and 
your family to enjoy life insurance protection 
to the cost of which the public, through our 
Government, makes a substantial contribution. 


Now that I’m out of the service, how should | pay? 





What should | do to change my beneficiary? 
Write the change you wish made to the Vet- 

erans Administration, Washington 25, D.C. 

Must | keep up entire amount of my wartime NSLI? 


If you can’t afford as much as before, you 
can arrange to keep an amount you can afford 


lerwood Make out your monthly check to “Treasurer from $1,000 to $10,000 in multiples of $500. 

R of the U.S.,” and mail it to Collections Divi- ; é Das ey. 

r serv- sion (NSLI), Veterans Administration, 346 & went into effect (wile . — if it was . ” 

e three Broadway, New York 13, N. Y. unless you have bought after December 31, 1945). 

iva ge been notified by the Veterans Administration : YOUR LIFE INSURANCE AGENT 

_ to send it to some other address, Mail your Can my NSLI be converted to private life insurance? WANTS TO HELP... 

d ex- check whether or not you have received pre- No. It can only be converted to some form of If you are a veteran or the relative of a veteran, 

a mium notices. (You can, if you prefer, arrange “permanent” National Service Life Insurance. don't hesitate to call on a life insurance agent 

we 4 to pay premiums annually, semi-annually, or for advice and help with National Service Life 

ars of quarterly, which you may find a convenience What will be the cash value of my NSLI? Insurance problems. 

rag as well as a saving.) Once you've converted your “term” insur- He can answer many of your questions about 

called ee , - ance to “ordinary life”. ..“20-payment life”. . . NSLI. And if he doesn’t have the answer, he 

rw What do | do if | fail to get a premium notice? or “30-payment life,” your NSLI policy will can tell you who has. 

ection Send the amount due to the Collections Divi- provide cash value which increases with each Life insurance agents all over the U.S. have 

r was sion anyway. With your payment, be sure that premium payment. For example, $10,000 of been cooperating with the Government in a 

A — you include full name, address, insurance cer- NSLI “ordinary life,” bought at.age 30 and nation-wide effort to advise veterans on their 

terans +tificate number, and all serial numbers assigned held for 20 years, will have a cash value of NSLI. To prepare themselves for the job, more 
you while in service. more than $2,760. than 40,000 agents have “gone to school” at 

ean NSLI seminars. More than 400 of these have 

a | stopped paying when | was discharged. Can | now Can | borrow on my NSLI policy? been held under the sponsorship of the Na- 

Ea reinstate my NSLI policy? Not while it is in the form of “term” insur- pase helo ling rs ri 

Marc! You can reinstate your NSLI “term” insur- ance. But when you have converted it into — : . 

n ~ ance up to January 1, 1947, by paying two NSLI “ordinary life,” “20-payment life,” or The Life Insurance Companies and their 

Be monthly premiums and furnishing satisfactory “30-payment life,” and after the new policy Agents again welcome an opportunity to be of 

edical health evidence. See your local Veterans office has been in effect for one year, you can bor- public service. Write to Institute of Life Insur- 

— and request Form 353a. If there is no office row up to 94% of the cash value. ance, 60 East 42nd Street, New York 17, N. Y. 

Offic nearby, write the Veterans Administration, 

> and Washington 25, D. C. 

‘t th 3 7 

uper- Does it have to he “term” insurance? - 

~~ As a veteran, you are entitled to convert / 7 eo 

one NSLI “term” insurance into NSLI “permanent” 

1 th insurance; that is, “ordinary life”. . .“20-pay- P 

. ment life”... or “30-payment life.” In fact, LT Ci 

head the law requires that you must convert your WSUIAIICE OMPanles 

vy su “term” insurance within 8 years from the date 

ether e e 

in America 





(This is a reproduction of an advertisement appearing in 300 daily news- 
papers in the United States, with approximately 30,000,000 circulation.) 
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D’Olier Report on Bombing Survey 


Chairman of Prudential as Head of U. S. Strategic Bombing 


Survey Gives Findings; Had More Than 
1,000 Experts and Troops on Survey 


Findings of the United States Strate- 
sic Bombing Survey, head of which is 
Franklin D’Olier, chairman of the Pru- 
dential, who was appointed under Presi- 
dential authority and the announcement 
made in November, 1944, by Secretary 
of War Stimson, were released by the’ 
White House on Saturday, the day be- 
fore the fourth atomic bomb was to be 
dropped over Bikini. Among the teams 
of experts working on the survey were 
engineers, architects, fire experts, doc- 
tors, economists, photographers and 
draftsmen. They examined physical 
damage, civilian defense, morale, casual- 
ties. community life, transportation and 
utilities, industries, and the economic 
and political repercussions. 

Structural Effects 

Data presented in the survey report 
tended to dissipate the widely held no- 
tion that Japanese buildings—frame, 
brick, steel or concrete—were consider- 
ably inferior to similar buildings in this 
country, and that therefore American 
cities would fare better. The admitted 
superiority of American structures, the 
report made clear, would make little 
ifference. : 
oeethe overwhelming bulk of the build- 
ings in American cities could not stand 
up against an atomic bomb bursting a 
mile or a mile and a half from them, 
the report stated. . 

Even grimmer was the estimate of 
the chances of survival of urban popula- 
tions in the United States. Another no- 
tion that the report sought to dispel was 
that casualties in Japan had been great 
because of the teeming populations of 
her congested cities. Many American 
cities have greater population densities 
than Hiroshima and Nagasaki, the re- 
port declared. ae 

Americans may have more living 
space in their apartments, the report 
observed, but, because American build- 
ings are higher, more people usually are 
to be found living in vertical space here 
than in Japan. 

Population Densities 

Most sharp in a comparative table of 
population densities was the contrast 
between Hiroshima and Nagasaki on the 
one hand and New York on the other, 
and in the breakdown for the boroughs 
of Manhattan, the Bronx and Brooklyn. 
Having presented this statistical picture, 
the report added: 

“Most of the population densities in 
this table are merely averages for peo- 
ple within a city limits. Most meaning- 
ful, therefore, are the figures for the 
central areas of Hiroshima and Naga- 
saki, and for boroughs of New York. 

“The casualty rates at Hiroshima and 
Nagasaki, applied to the massed inhabi- 
tants of Manhattan, Brooklyn and the 
Bronx, yield a grim conclusion. These 
casualty rates, it must never be forgot- 
ten, resulted from the first atomic 
bombs to be used and from bombs burst 
at considerable distances above the 
ground, Improved bombs, perhaps de- 
tonated more effectively, may well prove 
still more deadly.” 

What the table showed was that the 
population density of New York was 
23,200 persons a square mile, compared 
with 12,750 in Hiroshima and 7,000 in 
Nagasaki, 

In the center of Hiroshima, however, 
an area of four square miles, the density 
was 46,000, and in Nagasaki, 3.4 miles, 
65,000. These figures compare with the 
New York borough population densities 
as follows: Manhattan, by day, 145,000 
a square mile; at night, 76,000; Bronx, 
34,000; Brooklyn, 34,200; Queens, 11,000; 
Staten Island, 3,000. 

Chicago and San Francisco were men- 


FRANKLIN D’OLIER 


tioned as having populations more 
crowded than the Japanese cities. 

Drawing lessons from the lessons of 
medical facilities in the Japanese cities 
and the consequent serious impairment 
of relief work, the report suggested that 
the buildings in the huge construction 
programs of the Veterans Administra- 
tion be dispersed. The Administration is 
committed, however, to the construction 
to facilities as close as possible to medi- 
cal institutions to benefit from their re- 
sources. 

As for industries, those in Hiroshima 
were on the outskirts and escaped seri- 
ous damage. 

In Nagasaki, those in the southern 
end were intact, and only those in the 
valley where the bomb exploded were 
seriously damaged. 


Dispersal Recommended 


“So spread out were the industries in 
both cities that no single bomb could 
have been significantly more effective 
than the two actually dropped,” the re- 
port commented. As for this country, 
the report said: 

“Though a reshaping and partial dis- 
persal of the national centers of activity 
are drastic and difficult measures, they 
represent a social and military ideal to- 
ward very practical steps that can be 
taken once the policy has been laid 
down. In the location of plants, admin- 
istrative headquarters and _ hospitals, 
particularly, the value of decentraliza- 
tion is obvious, and can be obtained 
cheaply if the need is foreseen.” 

On anti-atomic bomb buildings 
report stated: 

“The most instructive fact at Naga- 
saki was the survival, even when near 
ground zero (the shot below which the 
bomb exploded), of the few hundred 
people who were properly placed in the 
tunnel shelters. Carefully built shelters, 


the 


though unoccupied, stood up well in 
both cities.” 
Analysis, according to the report, 


showed that shelters and concrete struc- 
tures afforded protection against the 
deadly gamma rays of the fission explo- 
sion even within a few hundred feet of 
the point of impact. At Hiroshima was 
found an example of persons in a con- 
crete building 3,600 feet from the zero 
point who showed no clinical effects of 
gamma radiation. But those in wooden 
buildings at the same distance became 
radiation victims. 

Impressed by the gutted shells of re- 
inforced concrete buildings standing 
starkly amid the ruins of the two cities, 





General American Life 
A. & H. Announcement 


MAKES POLICIES PARTICIPATING 
No 





Applies to Commercial A. & H.; 
Increase. in Premium or Com- 
mission Rates, Says Company 





At no increase in premium rates, non- 
participating commercial accident and 
health policies of General American Life 
have become participating, Walter W. 
Head, president, has announced. The 
change is one of the results of the re- 
cent completion of the mutualization of 
the company. 

Riders are now being sent to holders 
of the company’s accident and health 
policies, evidencing their newly acquired 
of participation. Policies issued prior 
to January 15, 1946, the time of mutual- 
ization, will share in such dividends as 
may be declared by the board of direc- 
tors beginning with the first anniversary 
of the date of issue of the policy occur- 
ring after January 15, 1949. Policies 
issued ‘on and after January 15, 1946, 
will share in such dividends beginning 
with the third anniversary of the policy 
date of issue. 

There will be no change in present 
commission rates. 





J. D. Dunning Made Spokane 
Manager for New York Life 


James D. Dunning has been appointed 
manager of the New York Life’s Spo- 
kane branch office, succeeding William 
H. Pierre. Mr, Dunning, who rejoined 
the company last December following 
nearly three years’ service as a lieuten- 
ant in the Navy, goes to the Spokane 
agency from San Francisco, where for 
the past seven months he had headquar- 
ters as training supervisor of the com- 
pany’s Pacific division. 

Mr. Dunning joined the New York 
Life as an agent attached to the Deca- 
tur, Ill. branch office in 1930 and in 
1935 he became assistant manager of 
that branch. Later he was made assist- 
ant manager of the branch offices in 
Indianapolis and Louisville, and in 1941 
was promoted to manager of the Water- 
loo, Iowa branch office. He was granted 
leave of absence to enter the Navy in 
February, 1943. 





SHENANDOAH APPOINTMENT 


Julius T. Neely has been named mana- 
ger of the home office agency of the 
Shenandoah Life of Roanoke, effective 
July 1. Mr. Neely, who has had nineteen 


years’ experience, as a manager and 
personal producer, became associated 
with the Shenandoah Life in 1944 as 


unit manager. In January, 1945, he was 
appointed supervisor and in January, 
1946, he was appointed assistant mana- 
ger of that company’s home office 
agency. 





ROCHESTER MANAGERS ELECT 
F. L. Mason, the Travelers, was 
elected president at a recent meeting 
of the Rochester Life Managers Asso- 
ciation, Other officers elected are: Glen 
M. Reem, Guardian Life, vice presi- 
dent; Arthur H. Gehrke, Union Cen- 
tral, secretary; Harold H. Baxter, 
Sta Mutual, treasurer. Directors in- 
clude: David L. Roberts, Equitable of 
Towa; Tim Crowe, New York Life; 
Anthony J. Klug, John Hancock. 





Gerard J. Smith was elected presi- 
dent of the Kansas City Life Under- 
writers Association. Ernest L. McClure 
is first vice president; Earl E, Amich, 
second vice president, and William J. 


Slack became secretary-treasurer. 


the survey officials suggested the con- 
struction of buildings like those built in 
California to resist earthquakes. Such 
buildings, it was added, cost about 10 to 
15 per cent more than conventional 
structures, 


Carleton C. Loeble, 45, Dead; 
Of Presbyterian Ministers 








CARLETON C. LOEBLE 


Carleton C. Loeble, vice president of 
Presbyterian Ministers Fund of Phila- 
delphia died Sunday at his home in Col- 
lingdale following a long illness. He 
was 45. 

Graduate of Wharton School, Univer- 
sity of Pennsylvania, Mr. Loeble took 
up sales promotion work in the automo- 
bile industry but left that to go into 
newspaper work sereving on the Phila- 
delphia Record, Bulletin, Nashville Ban- 
ner and New Orleans Times Picayune. 
He returned to Philadelphia as a special 
representative of the Presbyterian Min- 
isters Fund, oldest life insurance com- 
pany in the world. In 1938 he was made 
manager of advertising and new busi- 
ness. 

Long a familiar figure at meetings of 
the Life Insurance Advertisers Associa- 
tion, Mr. Loeble served that organiza- 
tion as secretary, was on various com- 
mittees being chairman of its educa- 
tional committee. He was also chair- 
man of the Keystone Group of LAA, 

Surviving are his wife Ruby, daughter 
Barbara, and his mother Mrs. Henrietta 
Loeble. 





NEEL’S VIEWS ON PUBLIC LAW 15 





Pennsylvania Insurance Commissioner 
Addresses Delaware County Life 
Underwriters Association 
Belief that Congress would not usurp 
the past functions of the states in the 
supervision of the insurance business if, 
and so long as, Congress should believe 
state supervision, in the language of 
Public Law 15, to be adequate and in 
the public interest, was expressed by 
Gregg L. Neel, Pennsylvania Insurance 
Commissioner, in an address before a 
recent meeting of the Delaware County 

Life Underwriters Association. 

The first and most essential step to 
wards adequate state supervision, Com- 
missioner Neel considered as being the 
uniform fire and casualty rating bills 
approved by the recent convention of the 
National Association of Insurance Com- 
missioners. He urged his audience, as a 
local association, to cooperate with the 
Pennsylvania State Association in pre- 
paring for consideration of this legisla- 
tion by the 1947 session of the state 
legislature. 

Commissioner Neel praised the life 
agents for the part they are playing in 
advising ex-service men to retain their 
National Service Life Insurance and said 
that in the long run the industry and its 
producers gained more from it than they 
lost by the continuance of it. He felt 
that the business “faces a future which 
will dwarf even the startling record of 
its past.” 
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(A SERIES OF ADVERTISEMENTS ILLUSTRATING HOW LIFE INSURANCE AGENTS SERVE THEIR COMMUNITY BY SELLING LIFE INSURANCE) 
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When is a Dollar Worth More than a Dollar? 


LeET’s LooK at what one dollar invested in life insur- 
ance can do for your community. 

First, it immediately brings more than a dollar’s 
worth of satisfaction and security to the individual 
policyholder, relieves him of many needless worries. 

Later, that dollar returns to the policyholder or 
his beneficiaries full value in the form of retirement 
income—support for his family if he should die— 
education for his children. 

Life insurance dollars, while accumulating for 
policyholders, may be invested in your town’s vital 
industries, creating jobs, and helping to maintain 





Hear the inside stories from the files 
of the Federal Bureau of Investigation. 


TUNE IN ON “THIS 1S YOUR FBI” 
American Broadcasting Company 
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good living conditions. They may be loaned to a 
reliable man who wants to build his own home. 

Yes, a life insurance dollar is an investment both in 
individual security and in the community-at-large. 
Selling life insurance is more than a way of making a 
living. It is a contribution to the community in which 
the agent lives. Equitable Society field men can be 
proud of the respect that is theirs as members of a 
highly regarded profession and as representatives 
of an institution like The Equitable Society. They 
can be prouder still that the work they do serves 
America. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 
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Penn Mutual at Murray Bay 


Vice President Johnson Cites Gains 
For Field Force in Company’s Plans 


In opening Penn Mutual’s “Victory 
Conference” of its leading producers at 
Murray Bay, Canada, last week, Vice 
President Eric G. Johnson cited some 
of the things that had been done during 
the war years to contribute to the bet- 
terment of the field forces of the com- 
pany. 

In 1941 the company adopted a re- 
tirement plan adjusted to current con- 
ditions. In 1942 and again in 1943 the 
special problems of the men who went 
into the armed services and into vital 
war work were considered and the plan 
was adjusted to extend maximum bene- 
fit in those cases. The plan has also 
been enlarged to provide for additional 
deposits by members. 

In 1944 the company introduced “what 
we believe to be a most modern and 
sensible compensation plan for career 
underwriters. It is commonly referred 
to as the No. 70 contract. We feel it 
is particularly important to our field 
members because they are truly career 
men and women. It was introduced 
while the country was in the middle 
of a gigantic war. I mention this be- 
cause I feel it is an indication that the 
company’s management is constantly 
alert to desirable changes and places 


them in effect as rapidly as their com- 
plete wisdom can be demonstrated.” 

In 1945 the company introduced a 
comprehensive program of Group life, 
health and accident coverage for the 
field force. “From our standpoint it 
rounds out for the Penn Mutual under- 
writer an over-all program for his 
proper compensation, his personal and 
business security, and his dignified re- 
tirement.” 

The company had been equally alert 
in enlarging markets and improving 
merchandising, Mr. Johnson said, and 
cited: 

“Balanced protection has been added 
to our kit of policy forms in response 
to field suggestions. It has proved itself 
of real value. 

“Our non-medical privilege was ex- 
tended as experience warranted in order 
to offset the war-created shortage of 
examiners. 

“Our national advertising program has 


been revitalized and, we believe, im- 
proved. 
“Our sales promotion material has 


kept tuned to the times. 

“Our facilities for employe benefit 
plans have been greatly improved and 
strengthened.” 





Producers Duty to Help 
Veterans Keep NSLI—Jovick 
“Tt is our duty as producers to help 
veterans to keep their G. I. Insurance 
because if the present lapsation con- 
tinues veterans 
will throw away 
one billion dollars 
worth of comfort, 
security and inde- 
pendence,” 
Thomas A. Jov- 
ick, of the Penn 
Mutual Life’s F. J. 
Curry Agency, 
San Francisco, 
said at the com- 
pany’s convention 
at Murray Bay, 
Canada, last 
week. If nothing 
is done about it 
this will be the 
biggest self-in- 
flicted loss in his- 
tory, he remarked. 
Mr. Jovick pointed out that three out 
four veterans are letting this valua- 
ble protection slide or are tossing it 
aside. The reason veterans are dropping 
this insurance he remarked may be be- 
cause they rebel against the compulsion 
put on them to buy, but the men first 
to die in combat had pitifully little in- 
surance or none, there were protests in 
Congress, and pressure was put on the 
services to do something about it. 
\nother reason given for dropping 
this insurance, Mr. Jovick said is that it 
can’t be paid in a lump sum. The bene- 





T. A. Jovick 
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ficiary gets a small sum every month for 
life or in some cases for twenty years. 
Life payments are dependent upon the 
age of the beneficiary and the time of 
the insured’s death. If this is the only 
policy a man has, it isn’t satisfactory. 
He needs insurance that will pay his 
last expenses and mortgage. Policies 
were bound to lapse while this was the 
rule. But with proposed improvements, 
new settlement options, new types of 
policies are up for consideration now 
such as lump sum settlement, more op- 
tions, endowments and disability income 
to the insured himself. 


Those Who Presided 
Presiding officers at the Penn Mutual 
convention at Murray Bay included Eric 
G. Johnson, vice president; Wallis 
Boileau, second vice president; E. Paul 


Huttinger, second vice president; Wil- 
liam J. Probst, assistant to vice presi- 





dent; George W. Stewart, Edwin R. 
Brock and Maurice R. Coulson. 
Prospecting 


(Continued from Page 5) 


less time spent waiting in outer offices; 
fewer broken appointments; it will open 
doors that, if approached via cold can- 
vass in person, would possibly always 
remain closed; it will result in more fa- 
vorable interviews; time is utilized to 
the greatest advantage—it would take 
days to reach the same number of per- 
sons that may be contacted via the tele- 
phone an hour or two each week; you 
show respect for the prospect you are 
trying to see by utilizing his time as 
well as yours; it is an ideal way for a 
new man to cold canvass because at 
least 50% of the timidity and fear is lost 
through that long line of telephone com- 
munication, 

“With proper instruction, practice 
and constructive criticism, the technique 
of telephone solicitation may be devel- 
oped to a degree of efficiency where 
fear and timidity will vanish.” 





August Epp Talk 


(Continued from Page 5) 


income than men because they realize 
that business is usually through with 
them long before they will be thorugh 
with business. He also called attention 
to the fact that a man can do odd jobs 
in different places which are never too 
suitable for women. 

About selling the younger group of 
girls Mr. Epp said that he has found it 
more effective to give his sales presen- 
tation only when the parents, too, are 
present. “Parents can always see how 
easily it would have been for them to 
secure their future by following such a 
plan,” he continued. “In that case, the 
closing is easy because the parents al- 
ways see the definite value of the plan.” 
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The Security Mutual Agent is in the swim already. . . 


needs no help for a quick start in prospecting. He’s going 


places far and fast with our Essential Disability Policy. 


For Details: —write to F. L. MABLE, Superintendent of Agencies 
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L. A. ACTUARIES REORGANIZE 

The Los Angeles Actuarial Club, which 
was in active existence some years ago, 
but which had been permitted to become 
dormant, was reorganized last week with 
twenty-six members. Alwyn Y. Lewis, 
assistant actuary, Pacific Mutual, was 
elected president and Earl M. McRae, 
associate actuary, Occidental Life of 
California, was chosen secretary. 


CINCINNATI ASS’N ELECTS 


L. B. Perin was elected president of 
the Cincinnati Life Underwriters Asso- 
ciation at a recent meeting. Other offi- 
cers include: Carl G. Thompson, vice 
president; A. M. Kayser, secretary; 
Glenn W. Isgrig, treasurer; Thomas W. 
Strange, retiring president, representa- 
tive to the Ohio State Association; Wil- 
liam B. Hardy, national executive com- 
mittee; J. H. Grossman and Benton 
S. Taylor, directors, three-year term; 
Harry S. Pressler, director, one-year 
term. 


APPOINTED KNOXVILLE MGR. 


Paul C. Simpson, recently released by 
the Navy, has returned to the Metro- 
politan and has been placed in charge 
of the company’s Knoxville, Tenn., dis- 
trict, succeeding Leonard L. Baker, re- 
tired. Prior to entering the service Mr. 
Simpson was manager at Chickamuga 
(Chattanooga), Tenn, 











President of the Tulsa Association of 
Life Underwriters is Ross E. Dawson, 
Guardian Life. Other officers are: 
Harry E. Wilkinson, The Prudential, 
vice president; Don Walton, Aetna 
Casualty & Surety, secretary; James 
H. McGilless, Jr., Atlas Life, treasurer. 
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~ ‘| Fitzhugh Traylor Heads 
First CLU Institute 
EBERTH IS VICE PRESIDENT ae , , 9 
Informal Group Formed at University Many a treasure besides Ali Baba’s 
o onnecticut eeting; Dr. Hueb- és ‘ 

| ow Flaw Spates is unlocked with a verbal key.” 
1 The Charted Life Underwriters Insti- 


tute meeting at the University of Con- 
necticut last week informally organized 
into the “First CLU Institute” and 
elected as chairman Fitzhugh Traylor, 
CLU, manager of the Indiana Agency of 
the Equitable Society. Sherwood S. 
Eberth, CLU, a life agent for the Trav- 
elers in New Haven was elected vice 
president and Mildred E. TenBrook, 
CLU, Detroit, is secretary. 

Mr. Traylor is currently president of 
the Equitable Company CLU association 
and a former president of the Boston 
CLU Chapter; Boston Life Underwrit- 
ers Association and Boston General 
Agents and Managers Association. 

Mr. Eberth is a past president of the 
New Haven Life Underwriters Associa- 
tion and co-founder and first chairman 
of the “Life Underwriters’ Leaders a 
Round Table of Connecticut.” j 
_ Miss TenBrook was the first woman 
in Michigan to be awarded the CLU 
designation and was president of the 
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Detroit chapter during 1945-46. She is 
permanent secretary of the Life Lead- 
ers of Michigan and a honorary life 
member of that organization. She is 
brokerage manager of the Edward J. 
Dore agency of the Berkshire Life in 
Detroit. 
Dr. S. S. Huebner Speaks 

Final speaker before the institute was 
Dr. S. S. Huebner, president of the 
American College of Life Underwriters, 
who pointed out that life insurance in 
force had increased by such tremendous 
amounts during the past generation, 








NIZE that he predicted an equally comparable We agree, Doctor Henry Van Dyke, 
, Which expansion might be expected over the : : 
TS ago, _ lying ee ahead. In his for a smart piece of sales literature 
become gure picture of what had taken place 
ek with since 1900, Dr. Huebner broke the has often proved to be the verbal 
Lewis, pa ia year ~~ into various yore key to unlock a life insurance case. 
al, was indicating just what had taken place c 
McRae, within the business during these periods But the difficulty, Doctor, has always 
ife of with particular emphasis on the growth a 
i is discussi been that the agent has never ha 
since World War I. In his discussion of . . : : 
the horizons which lie ahead for the key ring which would permit him to 
TS qualified, thoughtful life underwriter, he = 
lent of pointed out that the veterans studying pick the proper sales tool at the 
yee in their various university classes today proper time. 
oy oMl- have a far broader and more compre- 
. “ae hensive understanding of the multiple P ; 
retary; uses of life insurance than that pos- Today that problem is licked. In 
on We one by their fathers following World oneny Uaien Conwel agency den 
Wil. The agenda of the Institute included is now a complete Index of Sales 
cgpeteel various evening activities. During the A M al i sail 
heaton last week, Dean David McCahan, CLU, Promotion aterial, comple 
A of the American College and President nable every Manager 
cms | Clifford H. Orr, CLU, of the American arranged to ena ery Manag 
” Society, spoke at a special evening and Agent to select quickly just the 
meeting on Tuesday, June 25. On the ‘ p ‘ 
GR following evening, a banquet was held at right sales aid fora specific purpose. 
d * the Willimantic Country Club, presided For in this book is concise but com- 
sed bs over by Chairman Traylor with the : nf i the 183 
<a principal speaker being Albert R. Jaqua, prehensive information on the Ii 
ie a Bos Pee different printed sales tools which 
oy surance Marketing at Purdue Univer- é 
¢ ie ay. are helping Union Central agents 
Le The matter of possible extension of ? ° r 
amuga the American Society’s program of in- build a new production record 
stitutes will receive a prominent place in 1946. 
; on the agenda of the society’s board of 
ion of directors meeting at Cleveland this Sep- 
won, tember. Howard H. Cammack general THE UNION CENTRAL 
outta agent, John Hancock, Charleston, West 
Shee Va., is chairman of the committee on in- 
Aetna cr iety L E NSU CE COMP Y 
lasers stitutes of the society. iF | RAN AN 
isurer. 
M. E. BAY’S 25TH MILESTONE CINCINNATI, OHIO 
Myron E. Bay celebrated his twenty- 
fifth anniversary as manager of the 
° Newark agency of the Guardian Life at 
V1S a luncheon held in his honor recently. 
James A McLain, president of the 
c Guardian, was the principal speaker and 
| presented Mr. Bay with his Guardian 
silver anniversary pin and, on behalf of 








his friends and associates, with a desk 
set. 
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Vermont Association 
Holds Annual Meeting 


MANY SPEAKERS ARE FEATURED 


Commissioner Burns Announces Sup- 
port of Movement to Divide Insur- 
ance and Banking Departments 


Charles E. 
annual meeting 
Life 


week 


Vermont Commissioner 
announced at the 
State Underwrit- 
last that if the 
Underwriters and others 
de- 


Burns 
of the Vermont 
\ssociation 
Life 
interested in 


ers 
Vermont 
dividing the 
and banking into 
prior to the 
meeting of the January, 
a proper bill were prepared to set up 
two separate departments, one for bank- 


present 


partment of insurance 


two departments, and if, 


legislature next 


ing and one for insurance, Mr. Burns 
would support such a bill to the best of 
his ability. 

For several years there has been a 


foot among Vermont life, 
fire, casualty insurance underwriters and 
also among Vermont bankers for sepa- 
rate departments of insurance and bank- 
ing, but at the last session of the legis- 
aie a bill which was to provide this 
killed upon third reading. The bill 
brought in late in the session and 
not sufficiently well drawn to de- 
serve enactment, as Mr. Burns ex- 
plained. The statement heard by about 
125 persons, was the first time Mr. 
Burns has gone publicly on record as 
behind the movement to make two de- 
partments where one now serves. He 
said that the growth of both insurance 
and banking activities was such as to 
make desirable the proposed separation. 

Raymond A. Briggs, manager, Con- 
necticut General, Burlington, was ap- 
pointed chairman for the committee of 
life underwriters which will endeavor, in 


movement on 


Was 
Was 
Was 


collaboration with fire, casualty and 
banking men, to get the next legislature 
to act favorably on the proposed bill. 
Former State Senator Erwin Olmstead 
of Morrissville, chairman of the com- 
mittee on banking and insurance’ for 
the House in the last session of the 
legislature and agent for Mutual Life, 
\lbert FE. Jensen, general agent, Penn 
Mutual, Burlington, and Fred S. Brynn, 


state agent, National Life, Montpelier, 
have been members of the committee 
which has been working on this project 
during the past vear. 

The new president. of the Vermont 
State Life Underwriters Association, is 
Charles A. Abair, general agent, Massa- 
chusetts Mutual, Barre. He = succeeds 
Bennett Bell, Columbian National, Rut- 
land. The new vice president is Ted 
Thomas, Penn Mutual, Bennington, the 
new secretary-treasurer is Elmer L. 
Nicholson, special agent, Connecticut 
General, Montpelier. 

Four speakers addressed the life un- 
derwriters during the afternoon. 

James E. Rutherford, executive vice 
president of the National Association of 
Life Underwriters, was introduced by 
D. Bobb Slattery, superintendent of 
agencies, National Life of Vermont. 

Joseph B. Maclean, vice president and 
actuary, Mutual Life of New York was 
introduced by Frank Hill, general agent, 
Mutual Life, Manchester, N. H. Mr. 
Maclean is author of a book which is 
currently one of the best authorities on 
“Life Insurance” and which has been 
through several editions since it was 
published in 1924. Mr. Maclean spoke 
on the impending changes in life insur- 
ance which might be brought about by 
the Guertin Laws, which will go into 
effect on January 1, 1948. These stand- 
ard valuations and standard non-for- 
feiture laws have already been enacted 
in twenty-four states. 

Ward Phelps, director of training, 
Mutual Life of New York, who was also 
introduced by Mr. Hill, spoke on, “The 
Pay Off Today Is in Training.” 

“The present boom in life insurance 
sales may not continue,” Mr. Phelps 
said, “but we can be sure that salesmen 


who have a sound basis of training will 
to find buyers,” 


continue He gave many 


ideas for “super-charging” activities as 
competent life insurance representatives. 

Irvin Bendiner, one of the country’s 
best known lecturers on life insurance, 
was introduced by D. Bobb Slattery, 
and talked for two hours on the topic, 
“If You Know What to Say, You Will 
See Them.” This pointed to the fact 
that the life insurance representative 
who was fully informed about his busi- 
ness and who had ideas and _ initiative 
could be sure of prospects because 
through his enthusiasm and well estab- 
lished information he would have things 
to say and, having them to say, would 
be compelled by natural forces to find 
people to say them to. Mr. Bendiner 
brought out how the horizon of life 
insurance had been broadened and con- 
sequently, the opportunities for its fur- 
ther distribution had been broadened 
too. 

President Elbert S. Brigham and Vice 
President L. Douglas Meredith of the 
National Life were guests of honor at 
the luncheon. 


In the forenoon, at the business ses- 
sion of the association, Olney W. Hill, 
regional insurance officer, was invited 


to speak on National Service Life In- 


surance. He told of the bills pending in 
Congress whereby the benefits under 
National Service Life Insurance would 


be greatly broadened, probably to in- 
clude lump sum payments, to include a 
wider range of beneficiaries, etc. Par- 
ticularly he dwelt on the matter of rein- 
statement, explaining that a veteran 
who had allowed his insurance to lapse 
could reinstate by the payment of one 
back premium and one new premium 
and he thanked the life insurance men 
for their unfailing cooperation with the 
Government in helping to keep this in- 
surance in force. 


R. B. SAVAGE’S NEW POSITION 





Appointed Controller and Personnel 
Director for Wisconsin 
National Life 
Robert B. Savage has been appointed 
controller and personnel director in the 
home office of the Wisconsin National 
Life. He will have charge of all home 
office personnel with the exception of 
junior and senior officers and will su- 
pervise the accounting and _ statistical 
departments and set up new systems to 
improve service to agencies and policy- 

owners. 

Mr. Savage entered the life insurance 
field with the home office in Cincinnati 
of the Union Central Life, as a calcula- 
tor in the policy change division, With 
that company he held the positions of 
senior life underwriter, medical approver 
and manager of the policy loan division, 
In 1942 he entered the Army and served 
with the Medical Statistics Division, 
Surgeon General’s Office. He was re- 
leased from service in May of this year. 





NEWARK CLU’S ELECT 

Albert J. Schick, the Prudential, was 
elected president of the Newark CLU 
Chapter at the organization’s meeting 
last week. William H. Gilbert, Con- 
necticut General, became vice president 
and George J. Cohen, Metropolitan Life, 
was elected secretary-treasurer. Also 
elected at the meeting, which was the 
final meeting of the season, was a new 
board of trustees. In addition to R. 
Barry Greene, Connecticut General, who 
is the retiring president, the new board 
will include David A. Brumfield, Phoenix 
Mutual: Marvin Henkel, Mutual Ben- 
efit; Charles W. Campbell, the Pru- 
dential. 





LOUIS ST. JOHN THOMAS DEAD 

Louis St. John Thomas, who was as- 
sociated with the Shenandoah Life of 
Roanoke for twenty years, until his re- 
tirement in 1936 died recently. A native 
of Olney, Ill, Mr. Thomas went to 
Roanoke in 1916 when he was made sec- 
retary of the medical department of the 


company. Later he became auditor and 
at the time of his retirement was execu- 
tive assistant. Mr. Thomas was the fa- 
ther of First Vice President Henry E. 


Thomas. 
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Half Year Business 
Breaks All Records 


NEW PAID-FOR $11 BILLIONS 


First Six Months Writings Half Again 
as Large as 1945; Double 
Pre-War 1941 


Life insurance owned by American 
families will reach an estimated $163,- 
000,000,C00 at mid-year, a new record, 
representing an increase of $8,000,000,- 
000 since January 1, which is the largest 
for any similar period in the history of 
the business, it is reported by the In- 
stitute of Life Insurance. 

“Today’s total of life insurance pro- 
tection represents an increase of almost 
$40,000,000,000 over the amount owned 
in this country when we went into the 
war,” Holgar J. Johnson, Institute 
president, said. “This addition of nearly 
one-third to the family ‘estates’ of this 
country within a five-year period is a 
demonstration of the thrift-mindedness 
of the American people. Never has any 


people in the world created such a 
bulwark of family protection. What is 
more, it is increasing today at an un- 


precedented rate, with purchases of new 
life insurance breaking all records.” 


Purchases at Record Level 


Purchases of new life insurance in the 
first half of the year are estimated at 
$11,000,000,000, nearly half again as large 
as in the first half of 1945 and prac- 
tically twice as large as in the first half 
of pre-war 1941. Greatest gains have 
been in the purchase of ordinary insur- 
ance, though Group life insurance has 
shown a marked recovery from the early 
setback which followed upon V-J Day. 

With the increase in insurance owned, 
total assets of the life insurance busi- 
ness, largely representing policy re- 
serves, will have increased to $46,500,- 
000,000 at mid-year. This is an increase 
of about two billion dollars since the 
first of the year. 

Holdings of U. S. Government securi- 
ties have increased $900,000,000 in the 
half year to approximately $21,400,000,- 
000. These securities still absorb a major 
part of available funds, accounting for 
almost half of the investments made by 
the companies in the first six months 
of this year. 

Payments Up in 1946 


Payments to policyholders and bene- 
ficiaries by the country’s life insurance 
companies will total about $1,450,000,000 
in the first half of the year, an increase 
of more than $75,000,000 over such pay- 
ments in the first half of 1945 and $2235,- 
000,000 more than in the corresponding 
period of 1943. The increase over last 
year 1S due in large part to the greater 
volume of payments of policy cash sur- 
render values, meeting emergency needs 
of policyholders. These aggregate over 
$150,000,000 for the first six months of 





New York Insurance 


Society Names Directors 

The Insurance Society of New York, 
Inc., held its eighteenth annual meeting 
recently in New York City for election 
of directors and other business. The 


nominating committee presented the fol- 
lowing for election, or re-election, as di- 
rectors: 

Paul J. Kennedy, U. S. manager, Hali- 
fax; Vincent Cullen, president, National 
Surety (for two years); David C. Beebe, 
chairman of the board, United States 
Aviation Underwriters; Ralph H. 
Blanchard, professor of insurance, Co- 
lumbia University (for three years) ; 
James Elton Bragg, manager, Doremus- 
Bragg Agency, Guardian Life; Richard 
V. Goodwin, first vice prtsident, Fire- 
man’s Fund Indemnity; W. Bradford 
Harwood, chairman of the board of 
managers, American Marine Hull Insur- 
ance Syndicate; Harold Junker, vice 
president, Crum & Forster; Arthur F. 
Lafrentz, president, American Surety; 
Clarence J. Myers, secretary, New York 
Life; Archibald J. Smith, president, 
Zweig, Smith & Co. 





DALLAS ASSOCIATION ELECTS 


Members of the Dallas Association of 
Life Underwriters moved up Hal D. 
Webb, Lincoln National Life, from vice 
president to president of the organiza- 
tion at their annual meeting June 21, 
and at the same time approved consti- 
titional amendments adding another 
vice president to the lineup of officers 
and providing for a schedule of in- 
creased dues. Mr. Webb succeeds R. P. 
Baxter, Rio Grande National Life. Other 
new officers are: 5 Howard Ardrey, In- 
dianapolis Life, first vice president; Ed 
O. Choice, Great National Life, second 
vice president; Guy L. Goldstandt, Equi- 
table Life of New York, treasurer; and 
Miss Cora A. Dulaney, Great National 
Life, re-elected secretary. New direc- 
tors named for two-year terms are: Or- 
ville W. Erickson, John Hancock Mu- 
tual Life: W. Henslee, Fidelity 
Union Life; Ben W. Thomas, Jefferson 
Standard Life; and Milton F. Simmons, 
Southland Life. 





this year, up about $40,000,000 over the 
first half of last year. They are still, 
however, about half the volume of such 
calls just prior to the war. 

Death benefit payments, which ac- 
counted for a large part of the increase 
in payments in the first half of 1945, 
when war claims were more than 10% 
of total death benefits, have been at 
about the same level this year, with 
only a small carry-over of war claims 
included. 

Payments to living policyholders are 
about $775,000,000 for the first half of 
the year, about $75,000,000 more than in 
the first six months of 1945. This year 
the payments to living policyholders are 
running more than half of total pay- 
ments to policyholders and beneficiaries. 
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R. A. Hohaus Discusses 
Retirement Plans 


ADDRESSES CLU_ INSTITUTE 





Metropolitan Actuary Talks on Em- 
ployer Employe Cooperation for 
Mutual Welfare 





The fact that Group annuities are but 
one of a number of services offered by 
life insurance companies whereby em- 
ployers and employes may cooperate to 
promote their, mutual welfare was dis- 
cussed by Reinhard A. Hohaus, actuary, 
the Metropolitan Life, in a speech be- 
fore the Chartered Life Underwriters 
Institute meeting at the University of 
Connecticut, entitled “Employe Retire- 
ment Plans.” 

“Group insurance in turn is part of a 
broader picture,” Mr. Hohaus - said, 
“that of the well-being, enterprise, free- 
dom, morale, and all ’round healthy 
functioning—in a word the security of 
the citizen and through him to the na- 
tion of which he is a part.” 

Mr. Hohaus discussed social insur- 
ance and said: “The fundamental objec- 
tive of this insurance is to provide a 
measure of economic security on a basis 
making for self-respect—usually as a 
legal right—for as large a proportion of 
the population as is practicable. More- 
over, with a view to maintaining inter- 
est in the plan and a healthy spirit of 
independence and self-reliance among 
its members, employe contributions to- 
ward the cost are often required. The 
basic aim in the matter of benefits 
should be that they approach ‘social ade- 
quacy’ for the insured and his family— 
that is that they represent, so far as 
practicable, a basic layer of family pro- 
tection. The benefits should therefore 
be related primarily to the probable 
minimum requirements to keep the 
family as a whole from becoming public 
charges. 

“Under such a philosophy it is ob- 
vious that the level of protection in so- 
cial insurance may be, and usually is, 
quite different from that set for the in- 
sured in either individual or Group in- 
surance. Social insurance is compulsory 
with uniformity of benefits. That makes 
it unnecessary to aim at_ individual 
equity, in the sense of a mathematical 
equivalent of his individual premiums to 
the risk he represents—a relationship 
which must be present in voluntary in- 
surance to avoid insolvency. 

“The democratic concept of social in- 
surance benefits—or, for that matter, of 
any other social service benefits—in- 
volves striking a very delicate balance 
between two extremes. On the one 
hand, provision of too much in the way 
of benefits, besides presenting serious 
financial and economic problems, stifles 
iniative, and the spirit to excel; and 
makes for general indifference and poor 
citizenship. Failure to approach social 
adequacy, on the other hand, fosters un- 
rest ‘and a desire to change the order of 
things in the hope of thereby obtain- 
ing greater security. For a democratic 
people to strike this balance is often 
not an easy task. Yet it must do so, if 
it is to remain democratic, for neither 
extreme is a healthy or an enduring 
state. 

Group Annuities 


“Prior to the war almost all Group 
annuity plans were on a basis under 
which the employes contributed part of 
the cost of the current service benefits. 
That I feel was sound for many reasons. 
Experience indicated the employes wel- 
comed contributory arrangements and 
that it had the further advantage of fa- 
cilitating retirements at or close to the 
normal retirement date. During the war 
years there were indications that there 
may be a trend away from contributory 
plans. I think that it is temporarily due 
to unusual conditions present. I expect 
that the return of normal conditions in 
the post-war period will show that most 
of the plans will be on a contributory 
basis. 

“Experience has clearly shown that 


one way not to chart a pension plan (if 
the objective is to make one effective) 
is to commence the study by collecting’ 
a lot of detailed personnel data and 
making elaborate calculations. Too often 
that procedure has resulted in a maze 
of figures with no progress taken to- 
wards the eventual goal. Experience has 
indicated that it is much better first to 
determine what fundamental objec- 
tives a plan should have for the particu- 
lar situation present. In so doing it is 
highly desirable to limit the major ob- 
jectives to that of a retirement plan, and 
not to try to devise an arrangement 
which also attempts to accomplish a 
number of other major objectives. Too 
often the attempt to accomplish too 
many objectives results in none of them 
being satisfactorily attained. 

“In conclusion I would again like to 
emphasize that a Group annuity plan, as 
other Group insurance plans, should not 
be considered a substitute for individual 
insurance. Attempts to do so by the 
employer, employe, or insurer, can 
readily result in dissatisfaction and dis- 
illusionment. Sound design and ade- 
quate appreciation of its advantages and 
limitations can and should result in a 
Group annuity plan complementing and 
supplementing both social — security 
benefits and the old-age provisions the 
individual makes on his accord—whether 


OCCIDENTAL AGENCIES REPORT 

According to recently computed fig- 
ures, twenty agencies of Occidental Life 
of California each paid for more than 
one million dollars of Ordinary business 
for the first five months of 1946, the 
company’s fortieth anniversary year. 
Top producing unit for the company this 
year, through May 31, is the H. M. Lei- 
sure Agency, Los Angeles, which has 


paid for $8,718,193. 


ST. LOUIS CLU OFFICERS 
Newly elected officers of the St. Louis 
CLU Chapter are Nathan Bergheim, 
Northwestern Mutual, president; Tur- 
ner Munsell; New York Life, vice presi- 
dent; William Rench, National Life of 
Vermont, secretary. 





Carl Webb, cashier of the M. D. Crame- 
Los Angeles agency, Bankers Life of 
Des Moines, was honored by members 
of the agency with a special one week 
drive to celebrate his twenty-fifth anni- 
versary with the company. 


through insurance, annuities, invest- 
ments, or other savings. In so doing, 
the individual can have a solid comfort- 
able three-legged stool of security.” 


LAA Committeemen Named 
Key committeemen to handle arrange 
ments for the thirteenth annual meeting 
Advertisers Asso- 
ciation to be held October 24 to 26 at 
the Edgewater Beach Hotel, 
have been appointed by Alan M. Ken- 


of the Life Insurance 
Chicago, 


nedy, Northwestern National Life, chair- 
man of the meeting. They are as fol- 
R. Morris, Business Men’s As- 
surance, annual meeting secretary, regis- 
O’Brien, Franklin 
Life, exhibits chairman; Colin Simkin, 
chairman of LAA’s year- 


lows: J. 


tration; Francis J. 
Travelers, 
round press committee, will direct pub- 
licity aided by E. P. Leader, Bankers 
Life of Iowa and Kenneth K. Wunsch, 
Northwestern National; Oakley R. 
rripp, Ministers Life and Casualty, at- 
tendance; L. J. Evans, Northwestern 
Mutual, is a member of the general com- 
mittee together with Earl R. Trangmar 
Metropolitan, who was chairman of 
LAA’s 1946 Eastern Round Table; For- 
rest R. Brauer, Home Beneficial, chair- 
man of the Southern Round Table; and 
Clyde W. Ferguson, Un‘on Central, 
chairman of the North Central Round 


Table. 





are assumed. 





UT it’s doubtful that even the seventh 


son of a seventh son could tell today’s 


young business man what his income will 
be a few years from now. However, he 
doesn’t need a fortune teller to appreciate 
that insurance rates increase as he grows 
older or to realize that the need for pro- 


tection becomes greater as responsibilities 


That's why Prudential’s Modified Whole 


THE PRUDENTIAL 


A MUTUAL LIFE INSURANCE COMPANY 





Are you taking advantage of this oppor- 


tunity?, 


; STRENGTH OF 
GIBRALTAR’! \\ 7 ¢ 





He MIGHT ask 
a fortune leller 


Life 3 and 5 policies are meeting such wide 
acceptance especially among the younger 
prospects. Maximum lifetime protection 


is provided from the start. 


Prudential agents and brokers find their 
prospects especially receptive to these 
popular contracts thanks to our coast-to- 


coast radio advertising. 


INSURANCE COMPANY 
OF AMERICA . 
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NEWARK, N. J. 
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JOHN HANCOCK FIELD CHANGES 


The John Hancock opened a new dis- 
trict agency at Harrisburg, Pa. July 
1, and appointed as manager Maxwell 
R. Porster, formerly assistant district 
manager in Philadelphia. 

Other field changes effective July 1 
for the company include the promotion 
of Edmund R. Berheman from assistant 
district manager at Aurora, IIl., to dis- 
trict manager at Sioux Ctty, Iowa, and 
the promotion of James T. Dillon from 
assistant district manager at Oakland 
No. 1, Calif., to district manager Oak- 
land No. 2. 





WILLIAM F. UPSHAW DIES 

William F, Upshaw, general agent of 
the Aetna Life in Raleigh, N. C., died at 
his home June 20 after an illness of 
several months. A native of Georgia, 
Mr. Upshaw received his Bachelor of 
Science degree from the University of 
Georgia in 1898. He began his insurance 
career in 1899, and joined the Aetna or- 
ganization in January, 1907, as assistant 
general agent for the state of Georgia, 
which position he held until January, 
1916, when he became general agent in 
Raleigh. 





MUTUAL LIFE MAKES LOAN 

Motor Finance Corporation, Newark, 
has sold a $3,000,000 314% subordinated 
note, due 1961, to the Mutual Life In- 
surance Company of New York. Pro- 
ceeds are to be used to finance an en- 
larged volume of business. 





Equitable, Ia. at Quebec 
(Continued from Page 6) 


had completed 1,350 weeks, or 27 years, 
of One-A-Week Club production. 
Veterans Panel Discussion 

“Home Again,” a discussion panel 
made up of returned service veterans, 
concluded the first day’s business ses- 
sion. Presided over by Mr. Fuller, the 
panel was composed of Home Office 
Field Supervisor Arnold Berg, CLU; 
J. T. Sherk, (CLU, Sioux City; ROK. 
3arnes, Omaha, and A. M. Boex, Cin- 
cinnati. 

The afternoon of the first day was 
devoted to individual sightseeing and 
entertainment. At the banquet that 
night, Mr. Fuller was the toastmaster, 
and Mr. Hubbell the speaker. 

The second day’s business session 
featured five major addresses: “Building 
Prestige,” by J. M. Utter, Seattle; 
“Third Party Influence,” by G. L. 
Maltby, Kansas City; “How to Write 
168 Cases in a Year,” by E. W. Lemonds 
(Hall of Honor), Sioux Falls; “My 
Dynamite Book,” by C. W. Chamber- 
lain, Los Angeles, and “The Company 
and the Post-War World,” a closing 
address by Mr. Hubbell. 

Following the traditional Equiowa 
golf tournament played on the course 
of the Royal Quebec Golf Club, and a 
tea for the ladies, the Agency Club 
convention adjourned. 

On July 3 the President’s Club and 
the Crganization Club held their own 
business meetings. The Organization 
club meeting, under the guidance of 
FE. E. Smith, assistant agency vice presi- 
dent, featured the following addresses: 
“The Basic Training Course in Action,” 
by G. L. Hamlin, home office field 
supervisor; “How to Make Supervision 
Dynamic and Democratic,” by 5 
3ell, CLU, general agent, Seattle; “How 
to Conquer Fear in Selling,” by H. A. 
Hedges; “Prospective Agents,” by F. A. 
Smart. The general agents’ meeting was 
brought to a close with an address by 
Mr Fuller. 

The President’s Club, meeting at the 
same hour, featured a round table dis- 
cussion on business insurance under the 
guidance of E. E. Cooper, assistant 
agency vice president, and participated 
in by G. R. Baker, San Francisco; J. M. 
Howell, Denver; Mr. Bloch; L. J. Beau- 
cage, Portland; F. G. Sherer, Indian- 
apolis, and A. H. Allison, CLU, Phila- 
delphia. 

The annual President’s banquet com- 
pleted the formal part of the four-day 
meeting. 
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The United States Life Insurance Co. has moved into its new home office build- 
ing at 84 William Street, New York City, at the corner of Maiden Lane. The com- 
pany purchased the building, which is one of the landmarks of the insurance district, 
last fall and has extensively remodeled it in order to expand home office facilities. 
The newly modernized premises permit better coordination of departmental activi- 
ties, and the medical department is one of the most completely equipped with facili- 
ties for X-ray, fluoroscope, elctro-cardiograph, basal metabolic tests, as well as labo- 
ratory equipment for other studies. 


The United States Life entered 1946 with insurance in force more than trebled 
in the past ten years, and has written more Ordinary insurance in the first five 
months of 1946 than in all of 1945. The company’s greatest growth has been effected 
in the last decade under the present management headed by C. V. Starr, chairman 
of the board, and Mansfield Freeman, president. 


In the development of foreign business the company has foreign agencies and 
branch offices in many parts of the world including the Canal Zone, Hawaii, the 
Philippines, China and other parts of the Far East, Columbia, S. A., Cuba and 
Puerto Rico. Its Latin-American business continued uninterruptedly during the 
war, and its offices in Manila, Shanghai, Hongkong and Singapore were reopened 
quickly after the liberation of those cities. 


Occupancy of the 84 William Street Building returns the company to the fi- 
nancial district in which it had its inception almost a century ago at 27 Wall Street. 
The new property, diagonally across from the Federal Reserve Bank of New York, 
is within a few blocks of the original location, 


C. W. MERCER HEADS N. J. ASS’N 


Mass. Mutual G. A. Honored by Fellow 
General Agents and Mgrs. in Newark; 
Hold Outing; Award Golf Prizes 


Charles W. “Bill” Mercer, general 
agent of Massachusetts Mutual Life in 
Newark, is the newly elected president 
of the General Agents and Managers 
Association of Northern New Jersey. 


He and other new officers of this or- 
ganization were elected at its recent 
annual outing at the Essex Fells Coun- 
try Club. New vice president is R. Barry 
Greene, Connecticut General, and sec- 
retary-treasurer, J. Bruce MacWhinney, 
John Hancock Mutual Life. 

The board of directors is composed 
of the officers and Harry O. Rasmussen, 
Penn Mutual Life, and Clarence Fritz, 
Acacia Mutual Life. President Mercer, 
who has represented the Massachusetts 
Mutual in Newark since 1943, is also 
prominently identified with the Life 
Underwriters Association of Northern 
New Jersey and the Life Insurance and 
Trust Council of North Jersey. 

Prize winners in the association’s golf 
tournament were as follows: Low gross, 
Fred Fern, National Life of Vermont; 
low net, A. W. Marshall of A. W. 
Marshall & Co.; blind bogey, Giles 
Prendergast, Montgomery, Ward & Co., 
and Michael Gadjo, National Life of 
Vermont; kickers’ handicap, Charles W. 
Campbell and George Chace, Prudential, 
and Herbert Marshall, Jr., Berkshire 
Life; low net for guests, Philip Gillis, 
Provident Mutual Life. The prizes con- 
sisted of golf shirts. Fred Fern was 
chairman of the golf committee. 





EMPLOYE BENEFIT PLANNING 


Wickenden, Morss and _ Associates, 
295 Madison Avenue, New York, have 
brought out a handsomely prepared 
brochure, “An Engineering Approach to 
the Problems of Employe Benefit Plan- 
ning,” which discusses all phases of em- 
ploye benefit plans and the problems 
that arise in connection with setting up 
such a system. 





Retires From Conn. General 





GEORGE E, RISLEY 


George E. Risley, agency secretary, 
Connecticut General Life, has retired 
as of July 1, after thirty-eight years of 
service. Mr. Risley was born in Hart- 
ford and attended West Middle School 
and Hartford Public High School. He 
joined Connecticut General in 1908 after 
a few years with the Electric Vehicle 
Corp. In 1909 he was elected assistant 
superintendent of agencies and superin- 
tendent of agencies in 1920. In 1928 he 
was elected agency secretary. During 
his early years with the company Mr. 
Risley spent a great deal of time in 
travel among the company’s agencies, 
many of which he established. He also 
played an important part in the devel- 
opment of management training and 
agency educational programs. 
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C. L. McMillen Agency 
Anniversary Luncheon 


LILLIAN M. CALL IS HONORED 





General Agent in N. Y. for North- 
western Mut. for Fifteen Years; Em- 
ploye Pension Plan Inaugurated 





Clifford L. McMillen, marked his fif- 
teenth anniversary as ‘general agent in 
New York for the Northwestern Mutual 
Life with a luncheon for his agency 
staff and for home office representatives 
Tuesday of this week. Guests of honor 
at the luncheon were the producers and 





Phyfe 
CLIFFORD L. McMILLEN 


staff who were formerly with the John 

D. Bristol agency and who recon- 
tracted with Mr. McMillen when he 
took over that agency, and those men 
who joined the agency during its first 
year. Special guest of honor was Lillian 
M. Call, Mr. McMillen’s secretary who 
retired July 1. 

Mr. McMillen announced that a pen- 
sion trust plan will be put into effect 
for the office personnel of the agency 
and called upon M. D. Dundas, of the 
agency, who wrote the plan, to ex- 
plain it. Mr. Dundas said that the plan 
was a model one and that it called for 
women retiring at sixty and men at 
sixty-five. The plan was good, he said, 
because it was not designed and admin- 
istered by management but by the em- 
ployes of the agency. There are no lim- 
its on the way in which death benefits 
are to be paid and the person involved 
can designate any method desired. He 
said that most plans do not take into 
account that social security benefits be- 
gin at sixty-five but that these plans 
compensate for those years in which no 
benefits are received from this source. 
Employes, under this plan, do not have 
to make contributions but can if they so 
desire. If a person’s salary is increased 
an increase in the plan is made but if 
the eventuality arose where a person’s 
salary were cut there would be no de- 
crease in the pension plan once it had 
been established. Members of the 
agency employes were appointed trus- 
tees of the plan. 


Hill Represents Home Office 


Grant Hill, Mr. McMillen’s first as- 
sistant in New York and now director 
of agencies for the company, presented 
Miss Call with flowers as a remember- 
ance from the home office. To Mr. Mc- 
Millen he presented a pin to celebrate 
his thirty-fifth year as.a representative 
of the company. In fifteen years he 
said that the agency had accounted for 
over $176,500,000 in paid for business. 
During 1945 he said, 77% of the business 
of the agency came from men appointed 
by Mr. McMillen and that the average 
per man was $244,000 for the year. He 
said that this is the biggest year in life 


Guardian Appoints Two 
Ass’t Managers in Bklyn. 





Blackstone Studios 


HARRY HAIBLUM 


Harry Haiblum and Pat L. Klyne, 
CLU, have been appointed assistant 
managers in the Brooklyn agency of 
the Guardian Life it was announced by 
Jack Warshauer, manager of the agency. 

Mr. Haiblum joined the Guardian’s 
Brooklyn agency in 1931 as cashier 
and was appointed brokerage supervisor 
in 1939. Entering the Army Air Forces 
in 1942, he was released from service 
a first lieutenant. In his present capac- 
ity he will be in charge of the broker- 
age department. He is a graduate of 
the College of the City of New York 
and attended Columbia University. 

Mr. Klyne went with the’Guardian in 
1939. He attended Cornell University 
and is a graduate of the life insurance 
training course of New York University. 
He received his CLU designation in 1932. 
Recently he was elected vice president 
of the Brooklyn Life Supervisors Asso- 
ciation. 





PACIFIC MUTUAL MEETINGS 

Two meetings for agents of the East- 
ern Railroad department of the Pacific 
Mutual Life will be held during Sep- 
tember at popular summer resorts for 
agents qualifying for the trip. The places 
and dates will be announced later. Sim- 
ilar arrangements are being made for 
meetings in the Western department. 





BERMAN AGENCY CELEBRATION 

The twenty-second anniversary of the 
Samuel Berman Agency, Security Mu- 
tual Life, New York, was celebrated re- 
cently at a reception and banquet at- 
tended by more than seventy persons. 
Company officers present were Frederick 
D. Russell, president; F. Leon Mable, 
superintendent of agencies; C. C. Van 
Patten, treasurer. 





Homer Jamison has been elected 
president of the Oklahoma State Asso- 
ciation of Life Underwriters. M. P. 
Johnson is second vice president, and 
Hub Adams third vice president. 


insurance history and asked the agents 
to have patience with the home office as 
the home office was working night and 
day to service the business that was 
pouring in. 

A special meeting of the agents’ asso- 
ciation of the agency was called and a 
vote taken which elected Miss Call a 
member of the association. The agents 
also presented a scroll to Mr. McMillen 
in memory of the occasion. A desk 
lighter was also presented to him by the 
office force. 

Attending from the home office in ad- 
dition to Mr. Hill were Ray Dolwick, 
assistant director of agencies and Har- 
old W. Gardiner, director of education. 


Connecticut Mutual Plans 
Garden St. Apartment House 


The Connecticut Mutual Life has ac- 
quired two large parcels of property on 


Garden Street, Hartford, across from 
the home office and plans the erection 
thereon of an extensive apartment. Op- 
erating under the liberalized investment 
law for life insurance companies, it be- 
comes the first in Hartford to enter the 
apartment house field. 


N. H. ASS’N ANNUAL MEETING 

Charles Ladd, of Manchester, N. H., 
was elected president of the New Hamp- 
shire Association of Life Underwriters 
at the association’s annual meeting last 
week at Manchester. Spencer Dodd of 
Concord, was elected vice president. Re- 
tiring president is Francis B. Hill. 

Holding its annual meeting at the 
same time and place as the state organ- 
ization, the Manchester Association 
elected G. Herbert Wood, Mutual Bene- 
fit, president; Gordon Burns, Connecti- 
cut General, vice president; Lloyd Brig- 
ham, Monarch Life, secretary and Wil- 
lard Griffin, Northwestern Mutual treas- 
urer, 


R. J. BUNDROCK ADVANCED 

R. John Bundrock, who has been field 
assistant in the life, accident and Group 
department at the Newark branch office 
of the Travelers for the last few years, 
has been advanced to assistant manager, 
succeeding Fred L. Dendy, who has been 
transferred to Dallas. 


Dr. C. L. Parry Dead 


(Continued from Page 8) 


Companies,” comprise a number of ar- 
ticles on investments and insurance, in- 
cluding some for the Encyclopedia 
Americana. His help on Actuary Davis’ 
book, “Industrial Life Insurance,” won 
for him special commendation in Mr. 
Davis’ preface. 

He was a charter member and, for the 
last several years a member of the 
executive committee of the American 
Association of University Teachers of 
Insurance. He was also a member of 
the American Economic Association, 
American Statistical Association and 
Royal Economic Society and _ other 
learned societies. He is survived by his 
widow and three children. 














Etna Life Meeting 


(Continued from Page 1) 


in choosing R. B. Coolidge as his suc- 
cessor. 

New sales plans and ideas for the 
coming production year were described 
by the different speakers. The estate 
control plan, first introduced at the 
regional meetings ten years ago, has be- 
come the principal sales and service tool 
ot Aetna Life representatives. Mr. Craig 
pointed out that the original principles 
of the plan have proved sound and have 
resulted in the addition of thousands of 
satisfied policyholders. The new estate 
control plan, while involving no change 
in basic principles, nonetheless contains 
many improvemets, and every piece of 
printed material has been revised and 
made more effective. 

In discussing the direct mail program, 
Mr. Lamb explained his recent survey 
and study of the field of direct mail 
and sales promotion. Mr. Lamb then 
told of the recommendations which he 
has made and which have been adopted 
by the company. His announcement of 
the early results of the new direct mail 
program was applauded by the region- 
naires. 

In addition to the business sessions, 
the social program included a golf tour- 
nament, a trip up Mount Washington 
by the cog railway, a ladies’ bridge and 
tea for the wives of the regionnaires 
who attended, and informal dancing. 

Aetna Life’s western regional meeting 
was held at Lake Tahoe, California, 
from June 19 to 22, and the central meet- 
ing opens next Monday at Grand Hotel, 
Mackinac Island, Michigan. 


Joins Atlantic Life 





PAUL C. MOORE 


The appointment of Paul C. Moore as 
associate actuary of the Atlantic Life In- 
surance Co., Richmond, Va., has been 
a by Robert V. Hatcher, presi- 
dent. A graduate of the University of 
Michigan in 1930, Mr. Moore entered 
the life insurance business as supervisor 
of the actuarial department of the 
American United Life, Indianapolis. In 
1936 he resigned this position to become 
associated with the Reserve Loan Life, 
Dallas, as actuary and subsequently ac- 
cepted a position with Alfred M. Best 
Co. to make a study of South American 
insurance conditions for that company. 
Prior to becoming associated with the 
Atlantic Life, Mr. Moore was employed 
as special agent for the Federal Bureau 
of Investigation. 





Trustee of Colgate 





MANUEL CAMPS, JR. 


Manuel Camps, Jr., general agent in 
New York of John Hancock Mutual 
Life, was elected a trustee of Colgate 
University at the annual meeting of 
the board of trustees last week at 
Hamilton, N. Y. Mr. Camps is the first 
member of his class, 1922, to be elected 
a trustee. He is the immediate past 
president of the New York City Aumni 
Association as well as past president of 
the Boston Alumni Association of Col- 
gate University. 





COLUMBUS MUT. CONVENTION 


The agents convention of the Colum- 
bus Mutual Life will be held at Colum- 
bus, October 14, 15, 16. This will be the 
first company convention since 1941. 
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D'OLIER BOMBING SURVEY 


Released by the White House for ap- 
pearance in newspapers of the country 
on the day of the atomic bomb test over 


United States 


head of 


Bikini, the report of the 
Survey, 
D’Olier, 


dramatic 


Strategic Bombing 


which is Franklin chairman of 
the Ir 


for the 


‘udential, made reading 
people, in fact, for 
find- 


serv- 


\merican 
the peoples of the world for its 


invs were carried over all 
\ppointed directly by presidential 


authority, Mr. D’Oher had an 


press 
ces 


assign- 


ment without limits, requiring an organ- 

tion with specialized abilities and 
training and the direct participation of 
xperts in many fields. Among. such 
experts who carried on the survey on the 
sites of bombing objectives in Europe 
and in Japan, were engineers, architects, 
fire experts, doctors, economists, drafts- 


all to study the phases of bombing 
affect 
physical damage, 


men, 


results as their particular 


fields, 


portation 


they 


including trans- 


and utilities, industries, com- 


munity life. and economic and_ political 


repercussions 
To put te 
persons qualified to carry out 


wether an organization of 
such an 
assignment required an unusual combin- 
ation of abilities. Such a person had to 
executive experience, the gift 


right 


have large 


to pick the people to carry on 


many different highly specialized func- 
tions, and above all a man whose prom- 
inence and extensive contracts would 
make it possible to reach such a wide 
variety of qualified experts. Directing 


Washing- 
flights to all im- 


undertaking from 
D'Olier 


bombed 


this huge 
ton, Mr. 


portant 


made 
areas. He _ personally 


inspected with groups of experts the 


sites of two atomic bomb explosions in 


Japan. A 


port 


large part of the 
to the effects of 


bombing and a warning of the exposure 


present re- 


is devoted atomic 


of American cities to such attack. The 
report is a powerful document for en- 
forced peace. 





LOOKING AHEAD IN THE 
CONTRACT BOND FIELD 
Because of the many opportunities 


1 


that will exist for development of bond 


business in the private construction field 


material, labor and man- 


as soon as 


power become more readily available, a 


survey of prevailing conditions has 


been made by The Eastern Underwriter 


and reported upon in our edition of 


June 28, Part IT. Pointing to some of 


the most important underwriting factors 
two of the partici- 
Arthur M. Clark, 
John C. 
Casualty—stress 


to» be considered, 
this 
Surety Corp., 
Fidelity & 


the need for preparedness on the part 


pants in 
National 


Drodsky, 


survey— 
and 


oi surety bond men, both in home offices 
and the field, 


preparedness is 


An integral part of such 


face-to-face salesman- 


ship by men who have a_ complete 


working knowledge of the coverage they 
are endeavoring to. sell. 


There should be general agreement 
with Mr. Brodsky’s opinion that the 
immediate task is that of reconnais- 
sance. In other words, being on the 


market for 
construction 


threshold of a big post-war 
private bonds, 
should be their 


own independent surveys in local com- 


public and 


the companies making 


munities—lining up potential business 


and making new contacts with owners, 
architects and contractors. 
A note of 


that a 


engineers, 
warning, however, is 


sounded changed array of con- 
the shuffling 
World War II. 
3rodsky: “Old 
changed and we will 
ourselves 
New. organizations 
must 


tractors is coming out of 
of men and machines by 
\s expressed by Mr. 
organizations have 
have to reacquaint with 
old-time 


are growing 


our 
partners. 


and we extend our 


willing and understanding association to 


them. Marked changes have occurred in 


operations, Changes in construction needs 


are turning contractors from accus- 


tomed operations into unaccustomed 


fields. The projects to which they may 


seek to switch may entail serious con- 
sideration, They may call for unusual 
cooperation on the part of their sure- 


ties. 

Concern is also being expressed that 
lead 
to careless bonding of people who may 
enter the promised 


the lure of premium income may 


fields of construc- 


tion work unprepared, inexperienced 
and under-resourced, A seasoned slant 
on this problem is that the sureties 


should proceed cautiously in their un- 
derwriting liberality. At 


to refuse 


the same time, 


bonds to worthy people will 
set back our building recovery, 
Mr. 3rodsky, 


ing course of action: 


observes 
who suggests the follow- 


have to 
solicitation and 
underwriting 


companies will 
best 


the sincerest 


“Surety pro- 


vide the type of 

program. 
narrowness 
in the breadth of coverage given in our 


There can be no charge of 


construction contract guarantees. The 














Left to right: 


Frank A. Christensen, president; Bernard M. Culver, chairman of 
the board; J. Victor Herd, vice president, who was toastmaster, and Ernest A. 
Henne, vice president, all of the America Fore companies. 


One of the best of the many candid camera shots taken at the recent dinner in 
New York given in honor of Frank A. Christensen, president of all the companies 
in the America Fore Group, in observance of his twenty-fifth anniversary with the 
group, is shown above. Chairman Culver was speaking at the time, and his good 
humor and that of the other head table guests is evident. Another speaker, not 
shown in this picture, was Wade hae Sr., board chairman of W. Alexander 
& Co., Inc., Chicago, largest agency of the Fidelity & Casualty and one of the 
largest in the country. ‘ 





Joseph M. Byrne, Jr., liead of the Jo- J. Ross Moore, manager of the 
seph M. in Newark, tional Automobile 
one of the largest production offices in ciation, on July 1 


Na- 


Byrne Co, agency Underwriters Asso- 


marked his twenty- 


New Jersey, has been appointed for a fifth anniversary with the association 
third six-year term on the Port of New — and predecessor. A native of Iberia, 
York Authority by Governor Edge. Mr. Ohio, Mr. Moore was vraduated from 


Byrne is vice chairman of the Authority Monmouth College and from the Har- 


and chairman of its operations commit- vard University School of Business Ad- 


tee. He was formerly Director of Pub- ministration. He entered insurance with 
lic Works in Newark. The New York _ the St. Paul Fire & Marine and was as- 
Herald-Tribune published an editorial sociated with Marsh & McLennan in 
commending the services of Mr. Byrne Deas Meds tities % 3 f 
: «onNT 2 NC ; 2 “ go anage 
and stating that “New York benefits as ic” yp, i > - “4 hc i Wt ia 9 - 
much as does New Jersey when such € astern ‘Automobile Underwriters 


Conference in 1921, 
x * x 
Miss Milnor Alexander, daughter of 
Ralph H. Alexander, deputy Insurance 
Commissioner of Pennsylvania, was 
June 27 from University of 
Pennsylvania, as valedictorian of the 


Vice Chairman Byrne are con- 
office.” 
* * x 


Robert E. Henley, president of Life 
Insurance Co. of Virginia, has been 
elected to the board of directors of the 
114-year-old Virginia Fire and Marine 
filling the vacancy caused by the death — senior class of 714. She is a member of 
of William H. Palmer, Jr, who had Phi Beta Kappa, national honor society ; 
been associated with the company tor Pi Gamma Mu, national social science 
many years. H. C, Conick, United States honor society; and Delta Delta Delta 
manager for the Royal-Liverpool group, sorority. She has been named to the 
was in Richmond to attend the meeting National College Who’s Who and during 
of the directors of the V. F. and M. her colloge years has served as Red 
which is a member of that group. While Cross chairman She is also a member 
in the city he was the guest of Claude (jf the Pennsylvania ‘Glee Club and 
D. Minor, president of the V.F. and M.  \fortar Board. Miss Alexander gradu- 

ated from the Camp Hill, Pa. high school 
die in 1942 with distinguished honors. Her 
future plans include work for a master 
of arts degree and entering the insur- 
ance field. 


men as 
tinued 


graduated 


therefore, may be 
Underwriting will 


normal or uniform, 


premiums paid, 
center of discussion. 


not be hazards are 


unusual, Public bodies seek reduction in * * *& 

premium costs and we, ourselves, ren- nigpogg nein ‘< i sorte, mana- 
: . : . ger at Kichmonc (o) > Co T- 

dering public service, must give the 5¢ , r the Commer 


cial Casualty, has been elected Commis- 
sioner of the revenue of that city to suc- 
ceed the late Sam B. Woody. He was 
named by City Council to fill the post 
until November when the voters will 
choose a successor to Woody. Senator 
Jordan announces that he will go before 
the voters at that time. 
Ex: * * x 

Harry E. McClain, executive 
tary of the Indiana Association of In- 
surance Agents, has been nominated as 
candidate for Secretary of State on the 
Democratic ticket. He was Indiana 


most for the least we may charge bear- 


ing in mind the absolute necessity for 
long haul solvency of the sureties.” 

other participants in 
posium—J, A. Swearingen, Aetna Casu- 
alty & Surety, Alexander 


Association of 


Two our sym- 
and Foster, 
Casualty & Surety 
ecutives—stressed production opportuni- secre- 
ties, particularly in the private construc- 
sage advice 
forget the million 


tion field. Mr. Swearingen’s 


to producers is to 


dollar jobs that make the newspaper Insurance Commissioner during the ad- 
headlines and concentrate on the ‘Mmiistration of Paul V. McNutt as Gov- 

te 3 ernor. He attended DePauw and Butler 
numerous smaller opportunities for 


Universities 
ville, Ind, 


and is a native of Shelby- 


business in the agent’s own community. 
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American of Newark Marks 
100th Anniversary 
This year marks the 100th anniversary 
of the American Insurance Co. of New- 
ark, N. J., one of the leading stock fire 


insurance companies in the United 
States. The company is proudly cele- 
brating this historic event and one of 
the features thereof is a handsomely 
published and illustrated volume en- 
titled “An American Portrait,” which 
reviews the steady growth of the Amer- 
ican in size and prestige since it was 
founded in 1846, Written by William 
Sarton Marsh this new book projects 
the personality of the company to its 
producers, policyholders and stockhold- 
ers and features the men who have 
shaped the destiny of the American over 
a full century of progress. 

In 1846 in Newark a group of twelve 
men headed by Lewis C. Grover, a local 
businessman, became resentful that the 
city had limited insurance facilities and 

: : s 
premiums were going to New York. 
This group secured a charter on Feb- 
ruary 20 of that year in the name of 
the American Mutual Fire & Marine 
Insurance Co. These twelve men_be- 
came directors of the company, one of 
whom, Stephen G. Gould, later president, 
served until his death in 1883. Thomas 
V. Johnson was elected president, John 
W. Poinier vice president and James 
H. Woodhull  secretary-treasurer on 
March 20, 1846. The last named was the 
company’s only paid employe for he 
served also as underwriter, salesman, 
clerk and office boy. During his twenty- 
seven years with the company he was 
one of its principal figures. Financially 
the company started with an emergency 
reserve fund of $20,000, in notes rather 
than cash, and opened its doors for busi- 
ness on April 1 at what is now 790 
3road Street, Newark. 

Agents were appointed at the outset 
in New Jersey but by 1848 the Ameri- 
can was expanding into New York and 
Pennsylvania. The first loss, for a barn, 
was paid in October, 1846. Early in 1847 
the directors decided not to pay any 
dividends to policyholders until after 
net earned premiums amount to $50,000 
and then such dividends would be paid 
in interest-bearing scrip. 

In 1851 President Johnson retired and 
was succeeded by Mr. Poinier. Mr. 
Gould became vice president, and in 
1854 president when Mr. Poinier re- 
signed. Mr. Johnson returned to. the 
company as vice president. 

During its first eight years of busi- 
ness the American received premiums 
of $106,152 and at the end of the period 
the assets amounted to $31,516. Under 
President Gould’s direction the com- 
pany discontinued marine _ business, 
which had been unsatisfactory, and did 
not re-enter that field until the time of 
World War I. On the tenth anniversary 
of the company the first dividend was 

















paid to policyholders. By 1858 the com- 
pany felt able to lift the limit on a 
single risk from $5,000 to $8,000 and 
as progress continued this limit was 
liited to $15,000 in 1867. 

In that year the American decided to 
convert to a stock company which con- 
version was made in 1872 when assets 
had risen to $1,015,676. Scrip then out- 
standing, paid to policyholders in the 
form of dividends, amounted to $600,000 
and in the changeover the American 
Insurance Co. began with a_ paid-up 
capital of $600,000. 

Of personal interest to present-day 
insurance men was the tact that in 
1876 the company took on a new office 
boy, Calvin Weston Bailey, who was to 
become one of the most beloved insur- 
ance executives in the business. “An 
American Portrait” states that Mr. 
Bailey was a Newark lad, neighbor of 
President Gould and known to him also 
through membership in the same church. 
“The story is that Mr. Gould called 
upon the Bailey family with the idea 
of offering a job to Calvin’s elder 
brother. He found, however, that the 
older boy had already found a place for 
himself. He therefore transferred his 
offer to Calvin and in so doing, unwit- 
tingly as it must have been at the time, 
introduced into the American family one 
of its most devoted, beloved and valu- 
able members.” 

Sixty-eight years ago a sterling silver 
tea and coffee service was presented to 
Stephen G. Gould of the American upon 
completing twenty-five years as_ its 
president. The minute book of the com- 
pany on that occasion reveals many fine 
expressions of appreciation and senti- 
ment when the gift was presented. 

This beautiful collection, now valued 
for its antiquity and a perfect example 
of the silversmith’s art, was recently 
donated to the company’s historical dis- 
play in connection with the centenniai 
observance, by Mrs. B. B. Royer of 
Franklin, Pa., who acquired it through 
inheritance from the original recipient. 

The company expressed its gratitude 
to Mrs. Royer in a formal resolution 
passed at the last meeting of its board 
of directors. The silver will be encased 
for display on the executive floor at the 
home office in Newark. 

To strengthen the board of directors 
Mr. Gould added among others Elias 
O. Doremus, a Newark building con- 
tractor and real estate man who was a 
director of several other companies. In 
1881 Mr. Doremus became vice presi- 
dent. President Gould died in 1883 and 
Colonel Frederick H. Harris became 
head of the American. The entire staff 
of the company in that year consisted 
of five officers, seven clerks, one office 
boy and one janitor. Most of the under- 
writing, conducted on a personal judg- 
ment basis, was done personally by 
Colonel Harris in consultation with 
P. L. Hoadley. It was at this time, too, 
that the American entered on its first 
reinsurance treaty. 

3y 1896 the company’s business had 
become nationwide. Though Colonel 
Harris was known as a martinet who 


enforced office discipline severely the 
company expanded in a sound manner. 
$y 1896 cash assets had risen to $2,603,- 
000 and net surplus to $1,453,000. Three 
vears later, while still in office President 
Harris died at the age of 69, having 
served the company thirty-three years. 

Mr. Doremus became the next presi- 
dent and during his administration the 
American acquired the Rockford Fire 
Insurance Co. of Rockford, IL, which 
was doing an annual business of $600,- 
000 in net premiums in the Middle 
West. An executive of that company, 
Charles E. Sheldon, established contact 
with the American which secured in 
the merger an agency plant of some 
2,000 producers. Mr. Sheldon was _ re- 
tained as manager of the new Western 
department at Rockford, where it still 
has headquarters. In six years the pre- 
mium income of the Western depart- 
ment expanded to over $1,435,000. 

As the home office in Newark was 
being outgrown contracts for construc- 
tion of a new building at 70 Park Place, 
Newark, were let in 1903. Designed in 
the classic manner by Cass Gilbert the 
building is still, architecturally, one of 
Newark’s most distinguished business 
structures. 

During the latter years of President 
Doremus’ administration the American 
was called upon to pay its share in the 
Paterson, N. J., Baltimore and San 
Francisco conflagrations. The San Fran- 
cisco losses amounted to $1,110,000 and 
were promptly paid in full. 

Philemon L. Hoadley became presi- 
dent of the American after the death 
of Mr. Doremus in 1907. He had long 
been trained in the fire insurance field 
and had served the company since 1874. 
One of his first acts was to increase 
the capital from $600,000 to $750,000; 
two years later the capital was boosted 
to $1,000,000. Mr. Hoadley was the first 
president of the company “who really 
thought in national and_ international 
terms and who visualized the company 
not as a local New Jersey organization 
with a series of semi-detached outposts 
scattered throughout the country, but 
as a unified whole which should be ad- 
ministered under uniform policies.” 

When the United States entered the 
war in 1917 the American re-entered 
the field of marine insurance as_ the 
nation needed expanded facilities to pro- 
tect shipowners. At the same time the 
company joined other insurers to form 
the American Foreign Insurance Asso- 
ciation, 

Upon the death of Mr. Hoadley in 
1918 Mr. Bailey, who had then served 
the company for forty-two years and 
had been policywriter, bookkeeper, as- 
sistant in the agency department, ex- 
aminer, assistant secretary, secretary, 
treasurer and finally vice president, be- 
came president. “An American Por- 
trait” states that “he knew more about 
the company and its operations than 
any other living man. In addition he 
had long since established beyond the 
shadow of a doubt in the minds of all 
who knew him a reputation for sin- 
cerity and absolute integrity second to 
none. He was the ideal man for the 
post, if such a man existed anywhere.” 

He sought at the outset to bring in 
some young and able executives. First 
of these was Paul B. Sommers who at 
35 had an extensive background in the 
production field. He became superin- 
tendent of agencies and then vice presi- 
dent. Laurence E. Falls, a keen student 
of fire insurance, joined in 1923 as spe- 
cial agent. He later became vice presi- 
dent and retired this year. 

During the 1920’s the American ex- 
panded its capital to nearly $7,000,000 
and built up a group of companies under 
its ownership. The Columbia of Dayton, 
Ohio, was purchased in 1924 and in 1929 
the Dixie Fire of Greensboro, N. C., 
headed by Harry R. Bush, was ac- 
quired. In the same year the Bankers 
Indemnity, formed in 1925 by a group 
of business men in Newark, was secured 
through an exchange of stock. Harold 
P. Jackson, who had established a 
highly favorable reputation with other 
companies in the casualty field, was 


| American’s President | 





PAUL B. SOMMERS 


secured as president of the Bankers. 
Growth of the company reflects his sue- 
cessful administration. 

As the American Insurance 
continued to grow new home 
facilities became essential and a_ hand- 
some new building was occupied in 1930 
on historic Washington Park. During 
the depression the American’s capital 
was cut to its present level of $3,343,- 
740, but those years served only as a 
temporary setback to steady progress. 
Messrs. Sommers and Falls were re- 
sponsible for the American’s successfully 
reinsuring several companies, beginning 
in 1932. A year later the company estab- 
lished a pension and compulsory retire- 
ment plan. 

In 1935 Mr. Bailey retired to become 
chairman of the board and Mr. Som- 
mers succeeded to the presidency. In 
January of this year, after seventy years 
with the American, Mr. Bailey retired 
as a director. He had ceased to act as 
chairman in 1940. In the ten years 
1936-1945 inclusive net premiums of the 
American have increased from $12,000,- 
000 to close to $24,600,000. In the same 
period surplus to policyholders has 
risen from $16,285,000 to $23,537,000. 

“The American,” writes Mr. Marsh, 
“has always been an agency company, 
but never has this policy been more 
firmly followed than under the leader- 
ship of Mr. Sommers. His own personal 
experience, both before and since af- 
filiation with the American, has given 
him an intimate knowledge of agency 
problems and a sympathy for the agency 
viewpoint. 

“Indeed, it has been under the guid- 
ance of Mr. Sommers that the basic 
policies which have made the American 
a great company have been fully de- 
fined and articulated. Many of these 
policies are rooted in the past and are 
symbolic of the intelligent and construc- 
tive leadership that the company has 
consistently enjoyed. But whereas these 
guides to business conduct were often 
in days gone by rather an expression of 
the personal philosophy of the then 
chief executive, they have become under 
Mr. Sommers the conscious, well-defined 
platform upon which the whole struc- 
ture of the American Insurance Group 
and its operations now rest.” 

The book describes the valuable pub- 
lic relations activities of Mr. Sommers 
and his awareness of the fact that cor- 
porate management cannot exist for 
itself alone but must recognize its re- 
sponsibilities to employes, to policy- 
holders, the industry at large and the 
public as a whole. 


Group 
office 


The American looks to the future 
with confidence, based on _ successful 
past accomplishments, highly capable 


present leadership and a sound pro- 
gram for continued growth. Congratula- 
tions and best wishes! 
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N. Y. Permits Marine 
Risks for “Floor Plans” 

WIDE DEMAND FOR THIS COVER 

Plan Used by Auto Dealers Is Extended 


Now to Insure Other Forms of 
Financed Merchandise 








Issuance of inland marine forms of 
policies to cover property for sale while 
in possession of dealers under a floor 
plan, subject to certain conditions, has 
been approved by the New York Insur- 
ance Department in a decision an- 
nounced by Alfred J. Bohlinger, Deputy 
Superintendent of Insurance. 

The decision states that “during the 
years following the adoption of the 
nation-wide definition and preceding the 
recently ended war there arose a demand 
for a marine form of coverage insuring 
banks and other lending institutions and 
dealers in connection with property pur- 
chased by dealers under so-called ‘floor 
plans.’ It had long been customary for 
insurance companies possessed of ma- 
rine underwriting powers to cover au- 
tomobiles in the possession of dealers 
under such plans. x 

“Although the nation-wide definition 
is silent on the subject of dealer floor 
plans, it was not felt by some that the 
definition proscribed coverage under 
marine or inland marine forms of poli- 
cies, of automobiles or other personal 
property held by dealers under such 
plans. However, and in due course the 
Joint Committee on Interpretation and 
Complaint was called upon to pass on 
the propriety of such coverage and 
would not permit it. 

Demand Renewed After War 


“With the termination of the war and 
the consequent reconversion to peace- 
time manufacturing, a renewed demand 
has arisen for the so-called all-risk in- 
land marine form of coverage on all 
types of commodities purchased under 
dealer floor plans. Companies, produc- 
ers, dealers and banking and lending in- 
stitutions alike requested this Depart- 
ment to give consideration to the ques- 
tion, A hearing was held. No one ap- 
peared in opposition. 

“The fact that ‘floor planned’ automo- 
biles are covered under inland marine 
forms is a persuasive argument in fa- 
vor of covering other types of property 
held for sale while in the possession of 
dealers under a floor plan or any simi- 
lar plan under which the dealer bor- 
rows money from a bank or other lend- 
ing institution with which to pay the 
manufacturer. In reaching this conclu- 
sion the Department is not unmindful of 
the inherent marine characteristics of 
automobiles. Nevertheless the Depart- 
ment is of the opinion that in any real- 
istic approach to the problem this dis- 
tinction is one without a difference. 

Provisions of N. Y. Ruling 


“Companies doing business in New 
York are hereby authorized to issue in- 
land marine forms of policies to cover 
property for sale while in the posses- 
sion of dealers under a floor plan or any 
similar plan under which the dealer bor- 
rows money from a bank or other lend- 
ing institution with which to pay the 
manufacturer, provided: 

“(1) Such merchandise is specifically 
identifiable as encumbered to the bank 
or lending institution; 


“(2) The dealer’s right to sell or 


otherwise dispose of such merchandise 
is conditioned upon its being released 
from encumbrance by the bank or lend- 
ing institution; 

“(3) That the policy covers in transit 
and does not extend beyond the ter- 
mination of the dealer’s interest.” 





DINEEN ADHERES TO DECISION 





To Require All Companies in N. Y. to 
Set Up Securities Reserves as Lia- 
bilities in 1946 Reports 

Robert E. Dineen, Superintendent of 
the New York Insurance Department, 
has announced that he will proceed with 
his proposal to require every company 
licensed in New York State to set up 
a special reserve in 1946 annual state- 
ments as a protection against possible 
fluctuation in the value of stocks. 

Mr. Dineen first broached his pro- 
posal at a meeting of subcommittee of 
the committee on valuation of securi- 
ties of the National Association of In- 
surance Commissioners in New York, 
May 16. Following that meeting the 
subcommittee issued a statement to the 
effect that it was not in position to make 
any final recommendations to the full 
committee at that time but that a pre- 
liminary study revealed it was apparent 
from the upward trend in the market, 
serious consideration should be given to 
the subject by the states and by the in- 
dustry and it was hoped to have a 
recommendation at the December, 1946 
meeting of the Commissioners. The 
subject was discussed at the Portland, 
Ore. meeting in June, but no action was 
taken. 

At the time of the New York meeting, 
considerable opposition to the proposal 
developed and it was said that while the 
companies agreed with it in principle, 
many of them disagreed with the 
method proposed. 

Mr. Dineen states that the reserve to 
be required of companies licensed in 
New York will be considered as __ lia- 
bility rather than part of policyholders’ 
surplus; that the Department is consid- 
ering having all companies set up the 
reserve on a uniform basis and may de- 
vise a formula based on the Dow-Jones 
averages. He said the Department has 
made no final decision on the formula 
to be used. 





Brokers’ and Agents’ Heads 
Confer in New York City 


Leaders of the National Association of 
Insurance Agents, National Association 
of Insurance Brokers, and National As- 
sociation of Casualty and Surety Agents 
met June 26 in New York. The meeting 
took place by general agreement to dis- 
cuss ways and means to serve more 
effectively the insurance-buying public. 
The conferees recognized a community 
of interest among the organizations 
represented and decided upon a _ pro- 
gram of future meetings for discussion 
of common problems. 

Among conferees were Hunter Brown, 
Pensacola, Fla., and Guy T. Warfield, 
Jr., Baltimore, president and vice presi- 
dent, respectively of the NAIA; Allan T. 
Archer, Los Angeles, new president of 
the National Association of Insurance 
Brokers, and Harry E. Moore, Boston, 
whom he succeeded, and Carl Daniel, St. 
Louis, president of the National Asso- 
ciation of Casualty and Surety Agents. 
Others present were leading committee 
metnbers of the three associations. 


Hall & Henshaw Named 
Agents of Queen in N. Y. 


Hall & Henshaw, one of the leading 
agencies in New York City, has been 
appointed New York metropolitan agent 
for the Queen of America, member of 
the Royal-Liverpool Group, effective 
August 1. The Queen will then discon- 
tinue handling New York City business 
on a counter basis, which it has been 
doing for some years. The agency 
represents the Star of the same group 
and it is understood the Star will be 
placed in another agency. 





APPOINTS DOYLE SUPERVISOR 





Corses From Maryland Branch of Royal 
Exchange Group to Home Office; 
Elwell Makes Announcement 


Edward W. Elwell, United States 
Manager of the Royal Exchange Assur- 
ance, announces the appointment of 
Frank A. Doyle as field supervisor of 
the companies of the Royal Exchange 
Group consisting of the Royal Exchange 
Assurance, Provident Fire Insurance 
Co., and the State Assurance Co. 

Mr. Doyle’s new appointment became 
effective as of July 1, on which date 
he was transferred to the home office of 
the companies at ‘111 John Street, New 
York, from his former position as 
branch manager of the Maryland branch 
office of the companies of the Royal 
Exchange Group. 

Mr. Doyle has an excellent knowledge 
of the insurance business and is well ac- 
quainted with conditions in the field 
after many years of experience. . 





MARK 50TH ANNIVERSARIES 





Star of America and American & For- 
eign of Royal-Liverpool Group 
Were Organized in 1896 
The Star of America and the Ameri- 
can & Foreign of New York, member 
companies of the Royal-Liverpool 
Group, are celebrating their fiftieth an- 
niversaries, both having commenced op- 
erations in 1896. The Star was incor- 
porated as the Liverpool & London & 
Globe of New York, which was changed 
to its present name in 1918. The com- 
pany writes a general business and is 
licensed in all states, District of Colum- 

bia, and the territory of Hawaii. 

The American & Foreign was organ- 
ized as the American & Foreign Marine. 
During its early operations it established 
itselt as a successful underwriter of 
marine risks and pioneered in the insur- 
ing oi securities and valuables, including 
currency shipped by registered mail. 
With the adoption of its present name 
in February, 1924, its activities were ex- 
tended to the writing of fire and allied 
lines and it now writes a general busi- 
ness throughout the United States, in- 
cluding the territory of Hawaii. 

To assist in the publicizing of these 
fiftieth anniversaries by their agents, 
both companies have issued attractive 
commemorative advertising material. 





Opinion on Charter Powers 


Recalled in Pennsylvania 


Commissioner Gregg L. Neel of the 

Pennsylvania Insurance Department has 
notified domestic insurance companies 
that the opinion of the Department of 
Justice dated March 13, 1946, concern- 
ing domestic corporations desiring to 
broaden their writing powers as author- 
ized by two acts of 1945, P. L. 587 and 
P. L. 825, has been recalled and revoked 
by the Department of Justice. 
The opinion, now recalled was to the 
effect that domestic companies, in order 
to take advantage of the broader writ- 
ing powers conferred under the new 
laws, would have to amend their char- 
ters formally through action of their 
stockholders or members. 





Glover Retires After 
55 Years With Sun 


Oswald Tregaskis, United States man- 
ager of the Sun Insurance Office, an- 
nounces retirement of Percy P. Glover, 
assistant secretary, who entered the 
service of the Sun on September 1, 1890. 

Mr. Glover’s office associates gave him 
a luncheon June 28 to express their 
good wishes on his retirement after this 
period of more than fifty-five years of 
service. He was presented with a suit- 
able gift and congratulations were ex- 
tended to him for his long and meri- 
torious service. There were sixteen 
officials at the luncheon and the average 
length of service with the company of 
those present was found to be thirty 
years. 


North America Extends 
Wave Damage Insurance 
TO MASS. AND RHODE ISLAND 
Was Introduced First in New Jersey; 


Careful Underwriting Policy 
Is Announced 








Insurance Company of North America 
Companies this week announced that all 
fire companies in the North America 
Group will issue wave damage _ insur- 
ance to owners of private dwellings in 
Massachusetts and Rhode Island. This 
move, it was explained, is in response 
to public demand, following the orig- 
inal introduction of wave damage in- 
surance in New Jersey. The insurance 
will be offered through an extended cov- 
erage endorsement subject to $100 de- 
ductible, which will apply to the wind 
cover as well as to the wave and tidal 
water cover. The North America’s filing 
has been accepted by both states. 

“In recent years, there has been a 
growing demand by the residents of 
Massachusetts and Rhode Island for in- 
surance against the perils of waves and 
overflow of tidal water,” said John A. 
Diemand, North America’s president. 
“In keeping with North America prac- 
tice, we are now in a position to recog- 
nize this need. 

“In brief, the insurance will be offered 
through the medium of an extended cov- 
erage endorsement broadened to cover 
loss or damage due to waves or tidal 
water overflow, subject to a deductible 
of $100, applying to the wind cover as 
well as to the wave and tidal water 
cover. 

“An application signed by the insured 
giving pertinent details of the risk will 
be required for rating and acceptance 
or rejection thereof at the head office of 
the company. On account of the severe 
underwriting problem presented by this 
form of insurance, we cannot extend the 
customary binding privileges to our 
agents, and our acceptance will be care- 
fully selected and limited to what are 
in our Opinion insurable risks. 

“Risks will be considered in the order 
of the receipt of the applications and 
preference will be given to present hold- 
ers of policies in the North America 
Companies.” 





Great American Names 
O’Neill to City Dept. 

As of July 1, Leonard O. O’Neill, spe- 
cial agent for the Great American Group 
at Buffalo, N. Y., was brought into the 
home office of the Great American as 
agency superintendent in the city de- 
partment, under the supervision of Vice 
President Sinclair T. Skirrow. 

Mr. O’Neill started his career with the 
Great American in 1927, and, after a 
thorough home office training, traveled 
the New York and New Jersey suburban 
territory, after which he was placed in 
charge of the western New York field 
for the Great American Fire Group, 
with headquarters in Buffalo. 


FCAB Names Yellott to 
Head Hagerstown Office 


The Eastern department of Fire Com- 
panies’ Adjustment Bureau, Inc. an- 
nounces appointment of Lloyd H. Yel- 
lott as adjuster in charge of its Hagers- 
town, Md., office. Mr. Yellott succeeds 
Robert W. Sillery, who has rejoined the 
staff of the Washington, D. C., office. 
Mr. Yellott was appointed staff adjuster 
at Hagerstown in December, 1936, and 
served at that point until December, 
1943, when he joined the United States 
Navy. After service in the South Pa- 
cific he returned to the bureau in Janu- 
ary at Hagerstown. 








LABORATORIES’ LIST 


Underwriters’ Laboratories, Inc., has 
issued the bi-monthly supplement to all 
lists of inspected appliances, equipment 
and materials. 
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Hopps Now Chairman 
Of the Rhode Island 


LAMY MADE VICE PRESIDENT 





Watson Resigns but Will Continue as a 
Director; Capital Changes 
Are Announced 





Stewart B. Hopps has been elected 
chairman of the board of directors of 
the Rhode Island Insurance Company, 
succeeding Byron S. Watson who re- 
signed June 30. Jesse B. White con- 
tinues as president of the company. Mr. 
Hopps has been a director and manag- 
ing advisor to the Rhode Island for the 
last six years, and has had thirty-five 
years’ experience in fire insurance busi- 
ness. 

He is also president and chairman of 
the board of International Utilities 
Corp., chairman of the Wm. Penn Fire, 
chairman of the National Insurance 
Company of Denver and president of 
Pioneer Equitable Insurance Company. 

Watson Retires 

Mr. Watson, who had stayed on with 
the company for five years past the nor- 
mal retirement age, resigned because of 
pressure of his personal investments 
which are such that he could no longer 
devote his full time to the affairs of 
the Rhode Island. He will remain as di- 
rector of the company, and will act as 
a senior advisor to the board of direc- 


tors. 

At the same meeting, Henry B. Lamy 
was elected vice president and director, 
accepting a new position created to 





HENRY B. LAMY, JR. 


coordinate the affairs of the company 
and aid the board in connection with 
matters affecting investment policy. Mr. 
Lamy was formerly vice president of 
the Bankers & Shippers-Pacific Fire 
Group of insurance companies and is a 
director of Metropolitan Fire of New 
York, Christiania General and _ the 
Standard Holding Company. : 

Also elected to the board were David 
T. Bonner who is chairman of the ex- 
ecutive committee of Reeves-Ely Lab- 
oratories, Inc., and a member of the 
firm of Bonner & Bonner, investment 
securities; and F. Wylly Clarke, who 
in addition to being secretary of the 
Rhode Island is also secretary of the 
Wm. Penn Fire, National of Denver 
and Pioneer Equitable. 


Stock Dividend and Captial Reduction 


Stockholders of the Rhode Island 
have approved a stock dividend for the 
issuance of three shares of capital stock 
for each seven shares held by stock- 
holders of record August 1. The divi- 
dend is payable August 15. 

The meeting also accepted an amend- 
ment to the charter approved by the 
legislature of Rhode Island, which 
changes the par value of the 700,000 





Blank & Stoller 
STEWART B. HOPPS 


shares of the company’s capital stock 
from $2.50 per share to $1.00 

Adoption of the stock dividend and 
the readjustment of the par value will 
reduce the outstanding capital stock 
from $1,750,000 to $1,000,000; and trans- 
fer all balance to surplus. 

Officers of the company reported to 
the stockholders that while the Rhode 
Island, along with all other fire insur- 
ance companies, is suffering from an un- 
usually high loss cycle, interest divi- 
dends, rents and realized profits in con- 
nection with the investment end of the 
business had been sufficient to maintain 
a satisfactory ratio of earnings. 


T. W. BOOTH ADVANCED 








Becomes Assistant General Adjuster of 
Commercial Union Group at 


Home Office 


T. W. Booth has been appointed as- 
sistant general adjuster of the Commer- 
cial Union Group at the home office in 
New York. Mr. Booth majored in in- 
surance at Wharton School of Com- 
merce, Universi’'y of Pennsylvania, and 
subsequently was graduated from Ford- 
ham Law School with the degree of 
LL.B. He is admitted to the practice 
of law in New York State. 

After serving several years as special 
agent of the Federal Bureau of Investi- 
gation he joined the staff of the Com- 
mercial Union home office, October 15, 
1945, and will continue his association 
with D. B. Sherwood, general adjuster 
in the claims department. 





CAMDEN AGENTS ELECT CLARK 





County Association in N. J. Names 
New Officers at Final Session 
for Summer Season 


Richard J. Clark of Smith-Auster- 
muhl Co., Camden, was elected presi- 
dent of the Camden County (N. J.) 
Association at its final meeting for the 
summer season held at Camden last 
week. Following are the other officers: 

First vice president, Joseph W. Gold- 
berg, broker; second vice president, 
Samuel R. Worthington of J. C. Ma- 
dara; secretary, Richard L. Schmid, 
Inter-Urban Realty Co. (reelected); 
treasurer, Vinal A. Johnson, broker. 
New directors: Philip H. Rapp of 
Charles W. Russ & Co.; Elmer E. 
Brown of Lesmer Agency, Inc.; Roland 
M. Bapchelor, Travelers, all of Cam- 
den. and William H. Paul of Arthur 
H. Paul & Son, Merchantville. 

The retiring president, Robert L. 
Harmer, was elected vice president of 
the New Jersey Association of Insur- 
ance Agents. 


CLARENCE A. ECKLEY DIES 





Clarence A. Eckley, 68, a local 
agent at Dayton, O., is dead. His wife, 


two sons and a daughter survive. 


Companies Pleased With Decision 
In D. C. Setting Aside Rate Cut 


Fire insurance executives associated 
with companies which were parties to 
the suit to set aside the proposed fire 
insurance rate reduction order of Su- 
perintendent of Insurance Jordan of the 
District of Columbia have expressed 
satisfaction at the decision last week 
setting aside the order. Early this week 
they were awaiting news whether the 
D of C. Department will appeal the de- 
cision of Judge Alexander Holtzoff. 
The court last week upheld the conten- 
tion of the 173 insurers that under the 
rating law they were entitled to a hear- 
ing and to the introduction of evidence 
to support the findings of the Insurance 
Superintendent before any order could 
be issued. 

The insurance companies were repre- 
sented by Abraham Kaplan and George 
T. Gross of Powers, Kaplan & Berger, 
New York City, and by Paul B. Crome- 
lin and Francis C. Brooke of Cromelin, 
Townsend, Camalier & Kirkland of 
Washington, D. C. The District of Co- 
lumbia Rating Bureau was represented 
by Walter M. Bastian as counsel. Albert 
F. Jordan, Superintendent of Insurance, 
was represented by the Corporation 
Counsel, Lloyd B. Harrison, special as- 
sistant, and Oliver Gasch, assistant. 

The committee appointed by the in- 
surance companies was headed by J. 
Victor Herd of the America Fore 
Group, acting chairman. The other com- 
mittee members were Charles M. 
Boteler, Mutual Fire Insurance Co. of 
the District of Columbia; H. C. Conick, 
Royal-Liverpool Groun; John R. Coo- 
ney, Loyalty Group; John R. Barry for 
R. A. Corroon of Corroon & Reynolds; 
Harold V. Smith, Home Insurance Co.; 
Esmond Ewing, Travelers Fire; F. | 
Morasch, renresenting James F. Crafts, 
Fireman’s Fund; Charles S. Kremer, 
Hartford Fire, and William N. Payne. 


Jr., National Capital of District of 
Columbia. 


Extracts From Testimony 

In connection with the District of 
Columbia Superintendent’s views on 
arriving at expense ratios the following 
extracts are taken from the record of 
testimony in the trial of the rate case: 

Miller O. Stout, Deputy Sunerintend- 
ent of Insurance of the District of Co- 
lumbia, testified as to expenses in part 
as follows: 

The Court: Let me see if I under- 
stand you correctly. First, you took the 
average expense of all companies in the 
District of Columbia and you reached 
a figure of 48.29%? 

Witness: That is correct. 

Court: Then vou took all those com- 
panies who had an average expense 
ratio of 48.29% or less, and averaged 
those ? 

Witness: That is correct. 

Court: And in averaging those you 
arrived at 43.50%? 

Witness: No, sir, not quite. We took 
all those companies who had an expense 


ratio in excess of 48.29% and threw 
that out and took that expense of 
48.29% and all the other company’s 


expense as they reported it, and arrived 
at an average expense of 43.5%. 

Court: I am afraid I don’t follow 
you. I thought you arrived at it by 
averaging those which had an average 
expense of 48.29% or less. That is the 
way I understood your testimony. 
Above Average Expenses Thrown Out 

Witness: I am sorry I didn’t make 
myself clear. The 43.5% was arrived at 
by throwing out the expenses of 102 
companies named in this exhibit where 
their expenses exceeded 48.9% of writ- 
ten premiums, In other words, we ad- 
justed their expense. 

Court: Whose expense? 

Witness: The 102 companies’ expense 
to 48.9% and added that in the actual 
expense as reported by the remainder 
of the companies, and arrived at the 


43.5%. 
I don’t 


Court: quite follow that. 


From what you said I assumed that 


48.29% was the highest rate. 


Witness: No, sir, that was the aver- 
age. 
Court: But in your second computa- 


tion you assumed that was the highest ? 


Witness: That is correct. 

Court: And then you averaged down 
from that? 

Witness: That is correct. 

Court: And you reached 43.5% ? 

Witness: That is correct. 

Court: In other words you arrived at 


an average by excluding the companies 


that had higher than 48.29%. Is that 
correct ? 

Witness: That is correct. 

Court: Doesn’t it amount to. the 
same thing I said, that what you did 
was to average the ratio of all the 
commpanies that had an expense ratio 
of 42.29% or less? 

Witness: Probably I misunderstood 
you. 

Court: Is that correct? 


Witness: That is right. 

At page 322 of the record the court 
said: 

Court: I thought the testimony was 
that the figure was, as the witness said, 
a judgment figure. I take it that means 
just an arbitrary figure. I am not using 
the word “arbitrary” in any approbrious 
manner. 

At pages 511-513 of the record the 
following colloquy appears between the 
Court and counsel for the Superintend- 
ent of Insurance: 

Court: Yes, but is there any dispute 
over the fact, let ws ignore that exhibit 
— is there any dispute, and I under- 


stood there was not, that if vou were 
first to take the expense ratio of all 
the companies, which amounts to — 
what is it? 
Mr. Harrison: 48.29%. 
Judgment Figures 
Court: 48.29% and then exclude all 


those that have a higher ratio than that, 
and assume that their ratio is 48.29% 
and then get a second average resulting 
from excluding the higher expense 
ratio, you would arrive at 43.5% by 
means of arithmetical computation. 
Now, 


stand it, 


the’ testimony is, as I under- 

that the Superintendent did 
not réach this figure by any arith- 
metical computation, but that he used 
43.5%: as a’ figure which he arrived at 
in' the exercise of his discretion and 
which was called by your witness, a 
“iudement figure,” but which neverthe- 
less. — the two figures are the same, 
that is, the figure arrived at by the 
Superintendent, or found by the Super- 
intendent in the exercise of his judg- 
ment and discretion, and the ficure that 
would be reached by this arithmetical 
compuiation that I indicated. 
is correct, is it not? 

Mr. Harrison: It is correct, but may 
I say that that is sheer coincidence, 
and not even the Superintendent knew 
that last Friday when we had the con- 
ference with the attorneys for the com- 
panies. Last Friday that exhibit had 
not been finished, and we so told them. 

Court: Then, the problem in my 
mind is this: The Superintendent has 
a right, in fact, it is his duty to use 
discretion, and he is not bound by 
arithmetical computations, but he came 
to that figure out of his inner con- 
sciousness. and: he must have factual 
data out of which to arrive at the fig- 
and how did he reach that figure? 


ure 
Mr. Harrison: He did, Your Honor. 
Court: Did what? 


Mr. Harrison: He had the expense 
ratio of every company affected by this 
order. 

Court: In other words, your thought 
is that he acted as a jury does, when 
he arrived at an arbitrary compromise 
figure. as they would in a damage suit? 

Mr. Harrison: Not only my thought, 
but the record so shows. 
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Insurance Conditions in Germany 
In the American and British Zones 


By Ernest C. STEEFEL 


Attorney-at-Law, New York 
Member of the British Bar, London; Licencie en Droit, Paris 


PART II 

In the previous installment Mr. Steefel 
discussed generally imsurance conditions im 
Germany today and likewise described im- 
surance operations in detail in the Russian 
sone of occupation. In this the concluding 
installment he tells of conditions in Ber- 
lin and the British and American scones. 


The city of Berlin offers a different 
picture even in the district under Rus- 
sian jurisdiction. Of 289 private insur- 
ance companies which had their offices 
in Berlin before surrender, 157 are per- 
mitted to continue to operate in their 
old form. Seventy-five of these compa- 
nies have their main office in Berlin, 
seventy-one in the western zones and 
eleven are foreign insurance carriers, 
mostly Swiss. Even companies located 
in the Russian district conduct business 
on the same basis and according to the 
same principles as in the U. S. and 
British zones. Only the personnel of 
the insurance enterprises has been 
purged according to the standards of 
the occupying power having jurisdiction 
at the seat of their main office. 

Assets of the companies must be de- 
posited with the  Russian-sponsored 
Stadtkontor which also acts as clearing 
office for any claims and losses. Life 
insurance claims are limited to pay- 
ments in case of death. For the time 
being, no investments other than ac- 
counts with the Stadtkontor are per- 
mitted. It is contemplated that the in- 
surance companies may subscribe to 
loans to be issued by the provinces. 

There is practically no coordination 
on insurance supervision and on insur- 
ance regulations between the zones. 
The splitting up of Germany into four 
independent zones left the German In- 
surance Control Board in Berlin without 
any functions although the German In- 
surance Control Law has not been 
abrogated. Many of the board officers 
are still alive and go to the office with- 
out knowing what to do there. In the 
U. S. zone the companies have been 
advised to disregard the instructions of 
the board until further order. The in- 
surance companies in Berlin have, how- 
ever, formed a coordinating committee. 

British Zone 

The development in the British occu- 
pied districts is in many aspects similar 
to that in the U. S. zone. However, the 
British have already established a zone 
office of the German Insurance Control 
3oard in Hamburg, thus opening the 
way for centrally supervised, uniform 
operations. 

The British requested all German in- 
surance companies with main offices out- 
side their zone to establish branch of- 
fices in their area as a condition prece- 
dent to do business in the British zone. 

They attracted some of the leading 
insurance personnel from the Russian 
zone, such as Heinrich Blase, formerly 
director of the Berlinische fire insur- 
ance who had held some offices in the 
Nazi business hierarchy. 

Mr. Gerling, of the Gerling concern, 
Cologne, acts as chief “contact” officer 
between the German companies and the 
British military authorities. 

The British early established a rule 
for the payment of due claims under life 
policies. This rule became known as the 
“Hamburg formula.” Amounts up to 
1000 Reichsmark are paid in full; on 
higher amounts advance payments up to 
410% are permitted. 

United States Zone 

The U. S. occupation authorities per- 
mit payment of all losses except war- 
caused damages to goods, and of all 
claims concerning accident, fire, auto- 


mobile, liability, burglary and theft in- 
surance or insurance against water 
leakage or glass breakage. Life insur- 
ance payments in case of death or 
maturing of policy are limited to 40%, 
and are not to exceed 10,000 Reichs- 
mark. On new life insurance policies 
taken out after May, 1945, full payment 
is permitted. Annuities up to 300 Reichs- 
mark per month may also be paid. 

The payment of premiums is quite 
satisfactory so that the companies are 
financially relatively liquid while the 
fate of their assets, mostly German 
Reich loans, remains undecided. 

New business is quite lively particu- 
larly in automobile insurance, because 
the legal liability of automobilists is 
still in force. The Frankfurter-Allianz 
alone wrote 7,000 new policies of this 
type in a short period after reopening, 
and received over a million Reichsmark 
in premiums, 

Life Insurance Business 


somewhat retarded by the lack of uni- 
form regulations for the three western 
zones. 

The U. S. military government has 
authorized the German insurance com- 
panies in its zone to refuse payments 
to claimants in the Russian zone, if the 
property of the company in this zone 
has been expropriated and the company 
is no longer permitted to conduct. busi- 
ness in the Russian zone. 

Located in the U. S. zone are sixteen 
of the larger German life insurance 
companies with an amount of insurance 
in force of over five billion Reichsmark, 
including the Karlsruher with over one 
billion. In addition, the Al'ianz, though 
the company seat is in Berlin, has its 
managing board in Stuttgart, and branch 
offices in Frankfurt and Munich. Their 
insurance portfolios amount to over 6% 
billion Reichsmark, 

Furthermore, the two greatest rein- 
surance companies of the European con- 
tinent, the Muencherer and the Bayer- 
ische were domiciled in Munich. Not 
so long ago the German newspapers 
published in the U. S. zone under mili- 
tary government auspices printed what 
amounted to obituary eulogies for the 
Muenchener which had virtually no 
more “Lebensraum” left. 


Nazis Ousted as Officers 

The “U.S, 
undertaken a 
job in the 


authorities seem to have 
thorough housecleaning 
insurance companies. The 


Karlsruher offers a typical example. 
The life insurance business is still Three members of the management 
aaenieenatelae 











Highlights 


in Onsurance History 


THE HOSE SYSTEM IN BOSTON 


The Hose System, as it was called, completely revolutionized the 
method of extinguishing fires in larger cities. Hand Pump companies 
were organized and had these advantages: they could be placed near 
a water supply and water no longer had to be carried in buckets. 
While New York and Philadelphia adopted the plan (which released 


the personal services of citizens), Boston continued to resist the in- 


novation for a long time. The privilege of “aiding in the extinguishing 
of fires in the good old way” was a matter of patriotism too dear to 








be given up without a struggle. But the grow- 
ing number of fires and the reluctance of 
Bostonians to assist as formerly, compelled 
the city to give in in 1826, and the Hose 
System with volunteer fire companies soon 
became general. 
ail adicnacceaatiedl 

The NATIONAL UNION and BIRMINGHAM 
have been proud to keep in the ranks of those companies 
eager to adopt tested innovations in underwriting. 


National Union { 


and Birmingham 
FIRE INSURANCE COMPANIES 


























were dismissed. One had been a Nazi 


party member since 1933, the second 
since 1937, the third had been a non 
commissioned officer in the SS. The 
fourth member, Alex Moeller, who sur- 
prisingly enough was known to avoic 
membership in the party or any of its 
countless affiliated formations or busi- 
ness committees, was promoted from 
vice president to president. 

Of the six bigwigs who formed the 
beard four were Nazis. One of them 
died, three were retired including the 
former Swedish consul general, Oscar 
Huber. The two remaining members are 
the 77-year-old former education min- 
‘ster of the Weimar republic, Johann 
Becker in Darmstadt, and another, Hans 
Hess in Berlin. The latter was never 
recorded as a Nazi although he held 
such responsible positions in the insur- 
ance industry as president of Allianz- 
Stuttgarter, and chairman of the board 
of Neue Frankfurter and Kraft. 

Of twelve leading employes only two 
“assistant trustees” and one “confiden- 
tial secretary” were retained, two Nazis 
were demoted, six Nazis were dismissed, 
and one is missing in action. 

The new president of the Karlsruher 
is also the leading spirit in the Wuert- 
temberg-Baden insurance committee, a 
coordinating organization of the enter- 
prises in these two German states under 
western occupation. Mr. Moeller’s goal 
is the development of an over-all con- 
trol institution for the U. S. zone. His 
associates are two non-Nazis in their 
fifties, Ludwig Luik of the Allgemeine 
Rentenanstalt Stuttgart and Georg 
Schaupp of the Wuerttembergische fire 
insurance. Managing director of the 
committee is a former Allianz employe, 
Hermann Ackerknecht. None of these 
men seems to have been affiliated with 
Nazi organizations. 





RALPH E. DIXON ADVANCED 


Elected Fire Association Assistant 
Secretary in Charge of Auto- 
mobile Department 

President Frank H. Thomas of the 
Fire Association Group announces elec- 
tion of Ralph E. Dixon as assistant 
secretary in charge of the automobile 
department at the home office. Mr. 
Dixon goes to Philadelphia from the 
Western department in Chicago. He en- 
tered insurance in 1912 with the Na- 
tional Fire, transferring to the old Ger- 
mania in 1915 and advancing through 
various departments to fire special 
agent in Illinois. He resigned to or- 
ganize the Western automobile depart- 
ment of Fire Association in May, 1919. 

The new officer has served as presi- 
dent of the Auto Superintendents’ Club 
of Chicago on two occasions; on the 
rate committee of the Western regional 
committee of the NAUA for fifteen con- 
secutive years and as chairman of that 
committee for three separate terms. He 
is a member of the Ancient Firemen 
of Fire Association Group. 








C. S. DOUGLAS JOINS ST. PAUL 


To Be Fire Insurance Inspector on 
Eastern Dept. Staff; His Prior 
Experience 
The appointment of Clifford S. Doug- 
las as fire insurance inspector in the 
Eastern Department of the St. Paul Fire 
& Marine is announced by George W. 
Coward, manager of that department, 
effective as of July 1. Mr. Douglas had 
fourteen years’ experience with the New 
York Fire Insurance Rating Organiza- 
tion suburban division, prior to his 
service in the armed forces. He was 
with the Army Air Corps for thirty- 
eight months, being stationed at vari- 
ous air stations and schools in this coun- 

try. 

Honorably discharged from the AAF 
last November, Mr. Douglas has spent 
the past half-year with the Michigan 
Millers Mutual Fire whose New York 
office was closed as of June 30. Mr. 
Douglas is a graduate of the fire course 
of Insurance Institute of America, 
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“The House of the Seven Gables” in 
Salem, Massachusetts, made memorable by 
Nathaniel Hawthorne in his delightful ro- 
mance named for the house, was, in its 
infancy really a house of eight gables. This 
fact was discovered when a plan which had 
been made in 1746 came to light. 

In appearance, the house resembled the 
traditional Gothic structure with its steep 
roof, the second floor overhang with orna- 
mental drops, and the leaded glass case- 
ment windows. The original part which had 
four gables had been built by John Turner, 





A corner of the garden showing interesting overhang. 








‘tHE House of the Seven Gables” 


a mariner, either in 1668 or 1669. As the 
family fortunes increased, a lean-to was 
added and the old kitchen was turned into 
a shop where Mrs. Turner sold the small 
items from the cargoes of her husband’s 
four ketches. Eventually, other rooms were 
added until the house assumed 
the appearance of today’s res- 
toration. 

Upon the death of the male 
descendants of John Turner, the 
house was bought by Samuel 
Ingersoll, a sea captain, whose 
wife had been a Hawthorne. 
Only one child of this union, 
Susannah, survived her parents 
and she became the mistress of 
the famous home in 1812. 

It was because of an unhappy love affair 
of this “Cousin Susy,” that Hawthorne be- 
came so closely associated with the house. 
This sorrow led her to become a recluse and 
the only male allowed to cross the threshold 
was Nathaniel, eighteen years her junior. 





Nathaniel Hawthorne 














Her vivid memory of tales her parents told 
her enabled the author to piece together a 
complete word picture of the house. 

Aside from the gables, the most interest- 
ing feature of the building is the secret 
stairway which was not uncovered until 
near the end of the nineteenth 
century. It is believed that this 
had been built by the second 
John Turner around 1692, the 
year the witchcraft delusion ran 
rampant throughout Salem. Be- 
cause over-sensitive children in- 
discriminately accused women 
of this evil, the whole country- 
side became terrified. Due to 
this situation, John Turner un- 
doubtedly built the stairway so 
that the women and girls in his family could 
be safely hidden away. 

The Home, through its agents and bro- 
kers, is America’s. leading insurance pro- 
teclor of American Homes and the Homes 
of American Industry. 


* THE HOME * 
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Berge Holds State Regulation 
Must Not Eliminate Competition 


Wendell Berge \ssistant Attorney 
(jeneral of the United States, supported 
the system of free enterprise and com- 
petition in insurance when he addressed 
the annual convention of the New Eng- 
land Association of Insurance Agents at 
Poland Spring, Me., on June 28. More 
than 500 attended this meeting, the first 
of its kind since 1941. Mr. Berge con- 
ceded that insurance companies should 
be able to used combined experience for 


rate-making purposes but stated there is 
competition in factors other 


( m ior 

th: n losses, which might produce differ- 
ent rates for the pub lic. Elimination of 
discrimination among insurance buyers 
does not require agreement between in- 
surers on final rates, he said. 


Increases in insurance rates to elimi- 


nate losses for insurance companies and 
also yield agents larger commissions 
were advocated. Howard A. Allen of 


Vermont believes this preferable to in- 
creasing rates of commission alone. 
Carleton I, Fisher of Rhode Island said 
he believes commissions might be paid 
on a merit basis and fire insurance 
would do well to follow the casualty 
system of remuneration. David A. North 
f Connecticut supported the argument 
for a classification or gradation of 
the com- 


agents as a means of solving 
mission problem. 
Berge on Rate-Making 
Mr. Berge stated that “the states 
have the opportunity to re-examine and 
re-constitute their regulatory laws for 
the orderly correction of abuses which 


existed in the insurance business. 
efficiency and the preserva- 
competitive opportunity should 
criteria. If the attempt fails, the 
must lie with Congress and the 


have 
lairness, 
tion of 
be the 
answer 
courts. 

“The most discussed issue at the mo- 
ment is the regulation of rates and rate- 
making. It is argued that co-operative 
rate-making, illegal under the Sherman 
\ct, is necessary. Three reasons prom- 
inently advanced for this conclusion 
Bre. 

“First: It is necessary 
bined past experience of all companies 
to determine future loss probabilities. 

“Second: Competition in rates results 
in discrimination among purchasers of 
nsurance. 


‘Third: 


to use the com- 


Competition in rates will im- 


peril the financial stability of the in- 


dustry. 
Combined Experience 
“The need for combining the experi- 
ence of all companies for rate-making 


purposes is reasonably clear. But other 
factors enter a rate in addition to what 


might be termed ‘pure cost’ based on 
past experience. Administrative ex- 
pense, acquisition cost and profit are 


also included in any final rate. Under a 
system of agreed rates, rates must be 
weighted in favor of the least efficient 
operator. Although each company 
should perhaps use the same factors 
and tables, it does not necessarily fol- 
low that all should use the same final 
rate—which includes other costs. The 
latter are not uniform for all companies. 


“The need to make use of common 
experience, or even to use a basic rate 
floor derived from such experience, does 
not necessitate depriving the public of 
the benefits of competition. I am sure 
that a plan for permitting the fullest 
use of common experience while pre- 
serving competition could be worked out 


within the framework of the Sherman 

Act. 

Regulation Must Not Stifle Competition 
“The extent to which the states shall 


‘regulate’ rate-making practices in the 
business of insurance is one for their 
own determination. By ‘regulating’ they 
will prevent the application of the anti- 


trust laws at the close of the morato- 
rium period. The department has never 
urged the states to pass any laws or 


exercise any control over insurance rates 
and it does not do so now. But, where 
the states do act, it is incumbent upon 
them to regulate affirmatively in such a 
manner as to protect the public interest. 

“I construe the word regulate in Pub- 
lic Law 15 as requiring state laws de- 
signed to prevent abuses or combina- 
tions among private groups which penal- 
ize competition, promote the concentra- 
tion of economic power, or otherwise 
restrain trade and commerce in insur- 
ance. The widest possible area of com- 
petition should be preserved. Where 
combined activity is authorized, ade- 
quate safeguard must be provided to 
guarantee that the grant is not mis- 
used to the public detriment.” 
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Brown Warns Against 
Quick Rule Changes 


MAKES NEW ENGLAND SPEECH 


Asks Companies Not to Press for Im- 
mediate Changes; Also Talks in 
Florida on Agency System 


Speaking before the annual meeting 
of the New England Advisory Board at 
Poland Spring, Maine, June 28, Hunter 
Brown, Pensacola, Fla., president of the 
National Association of Insurance 
Agents, repeated his admonition to local 
boards to exercise caution in changing 
their operating rules. 

“I should like at this time,” he said, 
“to extend that suggestion and admoni- 
tion to make it include any influence 
that may be at work seeking to bring 
about changes in operating rules hastily. 
With a year and a half remaining of the 
moratorium granted by Congress in 
Public Law 15, it would seem to be a 
reasonable and cooperative gesture on 
the part of company management not to 
press for an immediate change in op- 
erating rules to which they may also be 
a party but, rather, to approach these 
problems with a full realization that un- 
due haste may not result in the best 
solution.” 


Talks on Rate Regulation 


Touching upon rate regulation, Mr. 
Brown said, “We in the National As- 
sociation have given much thought to 
the problem raised by the McCarran 
bill. We recognize that we have but a 
brief period in which to put the house 
of insurance in order. In fact, we have 
forty-eight houses to put in order. I 
do not mean to imply that forty-eight 
insurance houses in the various states 
are not shipshape, but it is important 
that an inspection be made and organi- 
zation accomplished which will be satis- 
factory to the insurance industry, the 
state and the Congress, so that as Janu- 
ary 1, 1948 approaches, we as agents 
will look forward calmly and confidently 
to a maintenance of the great insur- 
ance structure which has served the 
American public throughout the years 
under state supervision.’ 

Mr. Brown’s New England speech fol- 
lowed one he had made before the 
Florida Association of Insurance Agents 
at Miami Beach, June 20, when he de- 
clared that it is the agents’ responsi- 
bility to make certain that the Ameri- 
can agency system and the industry 
it serves, continue in growth and de- 
velopment in order that better produc- 
tion and better service be given the in- 
suring public, 

In a review of developments in the 
American Agency System over the past 
fifty years President Brown _ said, 
“Should we subscribe to the thought 
that we may expect a future, patterned 
to some extent by our past, then I| 
would say we face a bright horizon and 
do not have too much to worry about. 
However, it is not quite that easy. 


Primary Objectives of NAIA 
“Few of us realize the extent of those 


influences which have been at work 
continuously, in behalf of the American 
Agency System and the individual 


member of the National Asso- 
(Continued on Page 28) 
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FORM PA. INDUSTRY GROUP 


Biddle Is Named Chairman; Aim Is 
Passage of State Laws Consistent 
With Public Law 15 
Organization of a Pennsylvania All- 
Industry Conference Committee was in- 
augurated at a meeting at Philadelphia 
June 26, with Edward M. Biddle, vice 
president and general counsel, Insurance 
o. of North America, named as chair- 
man with power to call the conference 
together to perfect the organization. 





The next meeting has been called for |_ 


July 24, at Philadelphia. 

The committee, sponsored by the 
Pennsylvania Association of Insurance 
Agents, has for its aim the ultimate 
passage of rate regulatory legislation , 
consistent with Public Law 15. All 
classes of the industry were repre- 
sented at the Philadelphia meeting. 

Following are the members of Mr. 
Biddle’s committee: 

Archibald Kellock, Pennsylvania Lum- 
bermens Mutual Fire; H. P. Stellwagen, 
Indemnity Insurance Co. of North 
America; Ezra Markley, Harleysville 
Mutual Casualty; William 
Reliance Life; James L. 
Junior Order United American 
chanics; Elmer S. Carll, vice president 
and title officer, Frankford Trust Co. 
of Philadelphia; H. C. Fenno, Tristate 
Mutual Agents Association; H. G. Grif- 
fin, Philadelphia Manufacturers Mutual 
Fire, and Stanley Cowman, vice presi- 
dent of the Pennsylvania Association of 
Insurance Agents. 

Represented on the nominating com- 
mittee were: Roscoe Koch of Insurance 
Co. of North America; Otho E, Lane, 
Fire Association; Robert Miller, Na- 
tional Union Fire; Frank Affeld, Penn 
Mutual Life; Guy Eaby, secretary, 
Pennsylvania Association of Mutual 
Fire Insurance Cos.; Homer Teamer, 
secretary manager, Insurance Federation 
of Pennsylvania; J. Raymond Berry, 
National Board of Fire Underwriters, 
and Mr. Cowman. 





SALER IN NEW OFFICES 

Howard W. Saler, Niagara Falls, N. 
on agent, has opened new and larger 
quarters in the United Office Building 
at Niagara Falls. He is a charter meni- 
ber of the Insurance Forum Club of New 
York and is a graduate of the Insurance 
Institute of America. 
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FINANCIAL STATEMENTS DECEMBER 31, 


Companies 


Organized 1855 


‘Organized 1853 


Organized 1866 


Organized 1870 


Milwaukee Mechanics’ Insurance Company 


Organized 1852 


Organized 1874 


Commercial Casualty Insurance Company 


Organized 1909 


Organized 1906 


PACIFIC DEPARTMENT 


220 Bush Street 


San Francisco 6, Calif, 


SOUTHWESTERN DEPARTMENT 


912 Commerce Street 
Dallas 2, Texas 


Capital 


Firemen's Insurance Company of Newark, N. J. $9,397,690. 
The Girard Fire & Marine Insurance Company __ 1,000,000. 
National-Ben Franklin Fire Insurance Company 1,000,000. 


The Concordia Fire Insurance Co. of Milwaukee 1,000,000. 


2,000,000. 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 


Royal Plate Glass and General Ins. Co. of Canada 100,000. 


1,000,000. 






FIRE-MARINE- how SURETY 


A9G 


NS U R ANCE 


Total Admitted 
Assets 

$54,848,473. 
6,412,691. 
5,891,844. 
5,981,590. 
15,712,261. 
16,207,622. 
16,497,745. 


357,392. 


HOME OFFICE 


10 Park Place 


Newark |, New Jersey 


eitAL sro 
¢ 
PY Standard 


protection ye 


2 r 
Any ins¥* 


CANADIAN DEPARTMENTS 
465 Bay St., Toronto, Ontario 
535 Homer St., Vancouver, B. C, 


Liabilities 


(except capital) 


1945 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 








Surplus to 
Policyholders 


$31,764,718. $23,083,755. 


3,691,439. 
3,233,665. 
3,232,950. 
8,759,027. 
11,082,112. 
10,952,765. 


1,384, 


Pittsburgh Underwriters - Keystone Underwriters 


2,721,252. 
2,658,179. 
2,748,640. 
6,953,234. 
5,125,510. 
5,544.980. 


356,008. 


WESTERN DEPARTMENT 
120 So. LaSalle Street 
Chicago 3, Illinois 


FOREIGN DEPARTMENT 
111 John Street 
New York 7, New York 





























July 5, 194 
" _| 





Archer Pres. National Brokers Ass’n; 


Harrington Speaks on Commissions 


\llen T. Archer of the Allen T. Ar- 
cher Co., Los Angeles, was unanimously 
clected president of the National Asso- 


ciation of Insurance Brokers, Inc., at 
the conclusion of the annual meeting 
of directors last week in New York 
City. 

Other officers elected were: John 


Langhorne, Flynn, Harrison & Conroy, 
New York City, vice president; John 
B. Parker, Mack & Parker, Chicago, 


treasurer; Roy Deben, Cosgrove & Co, 


New York City, assistant treasurer; 
George H. Ort, New York City, secre- 
tary. 


The meeting concluded with a dinner 
attended by approximately 150 leading 


insurance brokers from this city and 
the visiting directors and delegates, at 
which Charles F. J. Harrington, Insur- 
ance Commissioner of Massachusetts, 
discussed the impact of Public Law 15 
and the Supreme Court decisions re- 
lating to insurance as interstate com- 
merce upon the insurance broker and 


producer. 
Harry E. Moore Cor:mended 

H. W. Schaefer of the H. W. Schaefer 
Co., New York City, was toastmaster. 
The assemblage voted a debt of grati- 
tude to Harry E. Moore of Moore, Olive 
& Co., Boston, retiring president, who 
had devoted nearly one-half of his time 
during the past year and a quarter to 
the service of the insurance brokers 
and the insurance buying public. 

Discussing the problem of acquisition 
costs in relation to the proposed fire 
and casualty rating bills recently ap- 
proved by the All-Industy Committee 
and the National Association of Insur- 
ance Commissioners Mr. Harrington 
said: 

“The Robinson-Patman Act is one 
which should most seriously concern the 
broker, since it appears to prohibit the 
payment of commissions to brokers. 
Compensating brokers out of the pre- 
miums collected for the insurance has 
long been an established practice of the 
insurance business and whatever may 
have been the difficulties which led to 
the enactment of the Robinson-Patman 
Act, there is certainly no reason why 
the broker should not receive payment 
for his services out of the premiums 
collected by the insurance company. To 
provide otherwise would have serious 
consequences in the matter of rate 
making. 

“These consequences may well indi- 
rectly affect the interest of insurance 
agents as well as brokers. The method 
proposed to date for meeting this prob- 
lem has not been satisfactory to the 
representatives of the brokers’ associa- 
tions. The importance of the problem to 
you and to the public you represent 
cannot be over-estimated. A satisfactory 
solution to the problem certainly should 
be devised without further delay. * * * 


Competition Should Be Encouraged 


“The introduction of rating bills ap- 
pears to be the duty of those who are 
seeking protection from the impact of 
the Sherman Act; that is, companies 
desiring to combine for the purpose of 
establishing rates. I think I should em- 
phasize that throughout all of our con- 
ferences, it was the intention of the 
Commissioners that a reasonable oppor- 
tunity for competition should continue. 
It is highly important that the bills be 
administered in a manner which will 
stimulate and encourage competition 
within the insurance industry. In_ pre- 
paring the bills, every effort has been 
made to assure independent companies 
of sufficient material upon which to 
arrive at rates which will have a rea- 
sonable opportunity of approval. It 
should be remembered that if ‘he net 


result of the enactment of these bills 
should create a monopoly, or tend to 
create a monopoly, in the insurance 
business with a resultant. stifling of 
competition, Congress has the right to 
step in and remedy the situation. 
“Those individuals who believe that 
the National Association of Insurance 
Commissioners has not preserved oppor- 
tunity for reasonable competition on a 
sound rate basis have the duty to make 
specific recommendations as to how the 
proposed legislative drafts should be 
changed to do so, having in mind al- 
ways that in connection with compli- 
cated legislation, general agreement is 
necessary if bills are to be enacted. * * * 


Views on Commissions 


“The subject of acquisition cost, com- 
mission, the emolument of the producer, 
is a subject that only the brave or the 
indiscreet dare to mention. I shall ac- 
cept your judgment as to which clas- 
sification I should be assigned. 

“The following language was sug- 
gested by Judge Sawyer and Harry 
Moore, representing the National Asso- 





THROUGH LATIN AMERICAN 


You naturally consult specialists on the 
various types of insurance. Equally im- 
portant is the matter of area—where local 
regulations may seriously affect your in- 
terests. That is why it is a wise step to 
place your Latin American insurance in 
the hands of Latin American specialists. 

ULTRAMAR has long acted as Foreign 
Managers for prominent U. S. and Latin 
American insurance companies handling 
every type of coverage. Through its 
offices, agencies and correspondents in 





International Insurance 





ciation of Insurance Brokers, for inclu- 
sion in the rating bills: ‘Nothing in 
this act shall abridge the right of an 
insurer freely to contract with agents 
and brokers with respect to the matter 
of commissions or with others with re- 
spect to matters of internal manage- 
ments.’ 

“After considerable discussion and to 
some extent, as a consequence of a tele- 
gram received from representatives of 
the National Association of Insurance 
Agents opposing the mention of com- 
missions in a rating bill or in a memo- 
randum accompanying a rating bill, it 
was decided to omit the phrase from 
the bills, but to cover the subject mat- 
ter in a memorandum. 

“Is this not evading the issue? It does 
seem that the time has arrived when 
the producers of this country should 
decide whether they desire their com- 
pensation fixed by specific legislative 
enactment; by vague, indefinite legis- 
lative language; by administrative fiat 
from an Insurance Commissioner; or 
by private contract with the insurance 
company they represent. 

“The officers and employes of insur- 
ance companies should likewise decide 
whether they desire a rating bill couched 
in terms that will permit the Commis- 
sioner of Insurance to definitely fix 
salaries. Certainly it cannot be argued 
that a class of employes who are com- 
pensated on a commission basis should 
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PECIALISTS 


the Americas, you can get concrete ad- 
vice on special types of insurance in any 
&iven area. 

When dealing through ULTRAMAR’S 
international insurance organization, you 
are assured of three basic advantages: 
1—Prompt, time-saving settlement. 2— 
Convenient, direct adjustment under uni- 
form conditions and terms. 3— Payment 
in either U.S. or local currency, as desired. 

We invite queries from individuals, 
brokers, business houses, agents and in- 
surance companies anywhere in this hemi- 
sphere. Address whichever office is most 
convenient to you. 


IN HAVANA: Oficinas de Ultramar S. A., Edificio La 
Metropolitana, Havana, Cuba. Phone: M-9869. 
IN NEW YORK: Oficinas de 
Ultramar S. A. of New York, 


80 John Street, New York 7, 
N.Y.Phone:WHitehall3-9690. 


IN MEXICO CITY: Oficinas de 
Ultramar de MexicoS.A.,Isabel 
La Catolica, No. 45, Mexico, 
D. F. Phone: Mex. L-1063. 
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ASSURED | 











THE cs ix 
VONNEEUMUNN 


FIRE AND MARINE 
INSURANCE COMPANY 
99 JOHN STREET, NEW YORK 7, N. Y. 


have their emolument regulated by thef™ 
Commissioner of Insurance and _ not 
have the salaries regulated also. 
Attempted Regulation 

“Let us examine briefly the attemptelp 
regulation of producers’ income. First 
we have the New Jersey method with 
which you are all familiar and whic! 
has been involved in litigation that es- 
tablished the right of the state to regu- 
late commissions through _ legislative 
enactment. 

“Next, we have the method followed 


se las has 


in the present rating bills of making 
reference to the determination of ex: 
penses with the idea in the mind of 


some Commissioners that this language 
gives them the right to definitely fix 3) 
percentage of commission to be _pait| 
for the production of business. Ther 

is also the belief that salaries might! 7 
likewise be regulated under the phrase- 

ology of these bills. The fact remains’ 
that it is alleged by competent people 
both in company and supervisory circle: 
that the producer, the company official 
and the employe are at the mercy oi 





the Insurance Commissioner with re-| | 
spect to the determination of their 
emolument regardless of the alleged 


right of private contract. 

“The National Association of Insur- 
ance Brokers has been somewhat artict- 
late, but the law which they have ac 
cepted seems to leave them only a lim: 
ited right of private contract and t 
a large extent, subject to the will 0! 
the Insurance Commissioner, if an 
when he chooses to exercise that will.” 


HANOVER APPOINTS HOWIE | 


Names Him Special Agent in Delaware 
and Maryland, Succeeding Weaver; 
Headquarters in Baltimore 
The Hanover and Fulton Fire Insur- 
ance Cos. have appointed Douglas E 
Howie as special agent for Delaware 
and Maryland, succeeding Frank T. 
Weaver, who has retired on account of 
illness. Mr. Howie will make his head- 

quarters in Baltimore. 

A graduate of Middlebury Colleve. 
Middlebury, Vt. in the class of 1934, 
Mr. Howie then joined the Hanover at 
the home office in New York, where 
he has had experience in all depart: 
ments. He has been active in the Fire 
Insurance Examiners Association 0! 
New York, 


SHAW & BEGG ELECTIONS 

H. Bruce Begg has been elected presi- 
dent of Shaw & Begg, Limited, Toronto, 
and the Wellington Fire, succeeding the 
late Herbert Begg. Mr. Begg also hi 
been elected vice president of the Fed- 
eral Fire and the Consolidated Fire. 
Toronto. J. G. Hutchinson has been 
elected vice president of Shaw & Begg 
and managing director of the Welling- 
ton Fire. These three insurance com- 
panies are members of the Shaw & 
Begg group. 





J. P. RUTTER’S NEW POSITION 

J. Paul Rutter, recently elevated ( 
secretary of the American of Newar\, 
has been given the same title with the 
3ankers Indemnity of Newark, the 






















American’s casualty affiliate. 


“anmorouiispaensh hs 





d by thepe 
and notha 
50. 





uttemp telpy 
ne. Firstia 
hod withh} 
ad) ~whichf 
that es-f) 
to regu: 
egislativeh 


followe! 
F making 
n of ex-F 7 
mind oj} 7 
language | 
ely fix aq 
be _pait}9 





s. There 
es might! 9 
2 phrase- 


remains! 
t people 
ry circles i 


ind ue atc 


y official ® 
nercy oi| 4 
with re-| } 
of their} 
alleged)? 
yf Tnsur- 
it articu-{4 


have acl i 
va him} 


and to | 

will o'} 4 

if ani @ 
lat will” 4 
WIE 


Yelaware © 
eaver; 
re 

e Insur- 
iglas E 
Jelaware 
rank: 61. 
count of ¥ 
is head- @ 


Colleve. i 
of 1934 3 


1over at 
, where g 
depart-| 7 
the Fire 9 
tion of | 
4 
: 
NS 
d presi- 9 
Toronto, 4 
ling tiie i 


ilso has 4 
he Fed- 7 
d Fire, q 
is been | 
& Begg F 
Velling- 7 
‘e com- @ 
haw & J 


TION 
ated 
Newark, @ 
ith the 
k, the® 


















































American Foreign 


Insurance Company 





L, December of this year the American & 
Foreign Insurance Company will have com- 


pleted fifty years of successful operation and 


gratifying growth. 





On the occasion of our 50th milestone we 
extend to all American & Foreign agents 
our sincere thanks for their loyal support 
and in the hope that we may merit its con- 
tinuance we pledge our best cooperation in 


the years to come. 








AMERICAN & FOREIGN INSURANCE COMPANY 
Member of the ROYAL-LIVERPOOL GROUP 


150 WILLIAM STREET, NEW YORK 8&, N. ¥. 
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THEY SHOULD HAVE 
morE COVERAGE 





Perhaps they've grown since the blanket was bought. And 
perhaps many of your assureds don't realize how costs have 
grown since their insurance was bought. Homes and home 
furnishings cost half again as much today as they did ten 
years ago... so that coverage which originally was ample is 
unsafely inadequate now. It's a broad opportunity for you 


to get additional production. Talk with our field men about it. 


*PEARL ASSURANCE CO., LTD. 
{ *EUREKA SECURITY FIRE & 
MARINE INSURANCE CO. 
*MONARCH FIRE INSURANCE CO. 








HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N. Y. 


CLEVELAND NEW YORK 
313 Bulkley Bldg. 26 Cliff Street 
PHILADELPHIA CINCINNATI 

525 Chestnut Street Carew Tower 
SAN FRANCISCO CHICAGO 


369 Pine Street 175 W. Jackson Blvd. 











NEW HAVEN WOMEN’S ELECTION SMITH BACK FROM SHANGHAI 





Agnes I. Wooding Is President; Mem- 
ship Now 100; Will Continue Edu- 
cational Program for Members 


Agnes I. Wooding of the Herbert E. 
Morris office, former vice president, was 
elected president of the New Haven 
Association of Insurance Women at its 
recent annual meeting. Miss Wooding 
was a delegate to the recent convention 
of the National Association of Insur- 
ance Women at Atlanta. 

Other officers elected are: Gertrude 
Keating, Indemnity Insurance Co. of 
North America, vice president; Margaret 
Kelly, James B. Kelly Co., treasurer; 


Arline Graebner, Walter H. Rhyan 
office, secretary; Florence McGowan, 
Security Insurance Co., corresponding 
secretary. 


The new board of directors is com- 
posed of Belle B. Hershatter, Evelyn 
McCarthy, Regina Daley, Mary Bozzi, 
Lauretta Flood and Henrietta Cahn. 

The association, just two years old, 
has a membership of 100 women. Four 
educational courses—burglary and plate 
glass, marine, automobile and fire in- 
surance—have been completed and the 
association will start the fall season 
with courses in workmen’s compensation 
and liability insurance. 





Rathbun Special Agent 


For American in Jersey 


Charles R. Rathbun has been ap- 
pointed a special agent for the fire com- 
panies of the American Insurance Group 
of Newark and will be associated with 
Special Agent Neary in the southern 
New Jersey field. Shortly after Mr. 
Rathbun finished his college work, he 
enlisted in the Air Corps where he 
served until late 1945. Since then he 
has completed an intensive training pro- 
gram at the home office. 

Mr. Rathbun will make his office head- 
auarters with Mr. Neary in the Wilson 
3uilding at Camden, N. J 





CLARENCE I. SPALDING DIES 

Clarence I. Spalding, 71, died at his 
home, at Nashua, N. H., June 26, follow- 
ing a sudden illness. He was one of the 
best known insurance men in the state 
having purchased the Tuck Agency in 
1917. He was born in Pelham, N. H. 
Survivors include his wife and nieces 
and nephews. Mr. Spalding was promi- 
nent in Masonic circles, holding mem- 
bership in all the bodies. He was also 
widely known in sporting circles. 


REINSURANCE CORP. DIVIDEND 
Directors of the Reinsurance Corpora- 
tion of New York have declared a divi- 
dend of 7% cents a share, payable July 
12, to stockholders of record July 
This dividend is the same amount as 
declared in June during previous years. 








Auto Production 
(Continued from Page 1) 


by automobile underwriters there is lit- 
tle or no prospect that this business 
will yield profits in 1946 for the com- 
panies as a whole. Loss ratios last year 
were terrifically high; this year they 
will be lower but not brought down to 
the point where underwriting income 
balances loss payments and expenses. 

Not only have automobile repair costs 
continued to climb this year but the 
frequency of accidents is far above the 
1945 level. An acute shortage of new 
automobile parts has resulted in the 
situation where many parts of damaged 
cars are repaired by mechanics, rather 
than being replaced, at costs in excess 
of those of replacement. The deductible 
provisions of the vast majority of poli- 
cies are not today relieving insurers of 
a flood of minor claims as they once 
did. Almost any damage now brings a 
bill in excess of $50; and even though 
an insurer may not have to pay much 
per claim on thousands of these minor 
losses, adjustment costs as well as small 
claim settlements mount to large figures 
during the course of a year. 





President AIU, San Francisco, Outlines 
Favorable and Unfavorable 
Conditions in Orient 
Despite the many difficulties which to- 
day beset the Far East business man, 
Shanghai’s post-war business record, on 
the whole, is a positive one, according 
to C. J. Smith, president of American 
International Underwriters, Inc. San 
Francisco, who recently returned from 
an extensive air tour of the Orient. In 
the course of his 20,000 mile air trip, Mr. 
Smith visited Shanghai, Hong Kong and 

Manila. 

In Shanghai, Mr. Smith reports that 
American Asiatic Underwriters, Federal 
Inc., U. S. A., which is an affiliate of 
the American International Underwrit- 
ers Corporation of New York, has com- 
pletely re-established services in that 
port city, and is writing:a considerable 
volume of general insurance covering 
both foreign and Chinese risks. 

On the debit side of the business rec- 
ord he points out that the port of 
Shanghai is badly congested. Mr. Smith 
says that “Periods of stay in port for 
loading and unloading of commercial 
vessels are excessive. Cost of all port 
activities is high; and in some cases 
local transportation from ship to shore 
costs more than the transportation of 
the same item from New York to 
Shanghai. Storage charges are exces- 
sively high.” 

The commodity price structure, Mr. 
Smith says, “is badly strained by un- 
certainties and anomalies. The Central 
Bank is tightening foreign exchange 
control and certain luxury commodities 
are being excluded. An upward revision 
of many Customs duties is looked for. 
Exports have altogether failed to re- 
cover. 





HOBBS NOT A CANDIDATE 


Charles F. Hobbs, Insurance Commis- 
sioner of Kansas, who was president of 
the National Association of Insurance 
Commissioners in 1941-42, has an- 
nounced that he will not be a candidate 
for reelection. Mr. Hobbs had been a 
local agent at Baldwin, Kan., before his 
first election as Insurance Commissioner 
eighteen years ago. 





Brown in Florida 
(Continued from ‘Page 24) 


ciation of Insurance Agents. Your Na- 
tional Association came into being fifty 
years ago with the primary objective 
of bettering the position of those en- 
gaged in insurance agency business. 

“Your National Association today is 
strong and growing because that desire, 
of a small group of leaders to organize 
was contagious, and spread to other 
leaders in other states, resulting in our 
agency membership having just past the 
21,300 mark, estimated to represent 
more than 100,000 individuals. 

“The future of your National Asso- 
ciation is bright and encouraging pro- 
vided, we, who are charged with its 
operation and conduct, continue to 
build its structure on that firm foun- 
dation of helpful service to our mem- 
bers, with a recognition of our obliga- 
tions, responsibilities, and duties to the 
industry, all of which must be in the 
public interest. 

“The agency system of writing insur- 
ance is about 100 years old. In the be- 
ginning, we are informed, no commis- 
sions were paid to agents. The only 
compensation the agent received was 
a fee charged the assured for surveying 
his risk and sometimes the assured also 
paid the agent a policy fee for each 
policy written. It is recorded at that 
time one company allowed a commis- 
sion of 50 cents on each policy when 
issued in amount of $1,000 or more. 

“Later, we are told, a 5% commission 
hecame a common practice which con- 
tinued for many years. In 1856, the com- 
mission paid to agents became 10% and 
from that point, the agency system be- 
gan to assume increasing responsibili- 
ties and services to clients and to com- 
panies,” 
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North America Agents 
Back All-Risk Moves 


INSTALLMENT SELLING VIEWS 
Feel U. & O. Should Be Called “Earn- 


ings” Insurance; Ideas on Auto 
and Aviation Coverage 


When the Insurance Co. of North 
America called to the home office in 
Philadelphia for conferences recently a 
group of leading agents from Eastern, 
Southern and Mid-Western states these 
producers expressed their views on 
numerous subjects in a report which 
they prepared. Concerning installment 
selling, the committee reported: “We 
feel very strongly that the present 
facilities are not adequate. We suggest 
that this subject should be explored in 
all its ramifications through conference 
with the agents, the banks, the manu- 
facturers, and the dealers.” 

The committee reported that “any 
feasible combination of coverages that 
will lead to a comprehensive all-risk 
policy should be undertaken and made 
available to the insuring public.” 

“Earnings Insurance” 

On the subject of U. & QO. insurance, 
the committee made this recommenda- 
tion: “We feel very strongly that this 
form of insurance should be called 
‘Earnings Insurance.’ There are in- 
numerable problems involved in this 
general question, but we feel that by 
far the most important problem is the 
fact that the average agent is not suffi- 
ciently posted and consequently is afraid 
to sell the goverage aggressively. We 
believe this is essentially an educational 
problem and that the company can best 
approach a solution of this very impor- 
tant problem through appropriate efforts 
to educate both the special agents and 
the agents.” 

The committee further reported that 
it “is friendly to the idea of a ‘de luxe’ 
dwelling policy, but believes that the 
company should go all the way and 
issue an ‘all-risk’ policy similar to the 
personal property floater, which would 
give the buyer complete protection. It 
should be printed as a_ self-contained 
document.” It also recommended that 
deductible coverage should be available 
for proper credit in premium. 

Automatic Reinstatement 

In the matter of loss reinstatement, 
the committee reported: “We recom- 
mend that all policies contain an auto- 
matic reinstatement clause, but in con- 
nection therewith, there should be a 
provision prohibiting any return pre- 
nium on the reinstated portion in event 
of subsequent cancellation, except in the 
case of cancellation by the company. 
We think the cost of making endorse- 
ments reinstating loss is not justified by 
the small premium. We do not believe 
that it would be equitable to pay a 
return premium on the reinstated por- 
tion except in event of cancellation by 
the company as mentioned above.” 

The committee recommended that the 
titles “state agent” and “special agent” 
be abolished. It said the terms are not 
at all descriptive and are confusing to 
the public, because they do not properly 
differentiate their functions from the 
local agent, broker or solicitor. 

It recommended that a new form of 
all risks automobile physical damage 
policy be introduced as an_ optional 
coverage at a fair premium. In the field 
of aviation insurance, the committee re- 
ported that a combination policy should 
be made available, allowing complete 
‘coverage under one contract, i.e. pub- 
lic liability, including passenger liability; 
property damage and hull. 

The committee complimented North 
America on its capacity facilities, and 
suggested that the company “might find 
it advisable to analyze periodically its 
relative ability to handle lines from a 
capacity standpoint, so as to be sure 
that it maintains its position in this 
respect.” 

The committee praised North Amer- 
ica’s engineering service, adding “we 
recognize the continuing difficulty in 
obtaining adequate, competent personnel 
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in this department, but we urge that 
tlic engineering facilities be expanded 
as rapidly as is practicable. We par- 
ticularly wish to congratulate the com- 
pany On its progressive attitude regard- 
ing appraisal service.” 


Mich. Dept. to Introduce 
NAIC Regulation Bills 


Following his return from the Com- 
missioners’ meeting, Portland, Ore., Com- 
missioner David A. Forbes of the Michi- 
gan Department, announced that the 
model rate regulation bills agreed upon 
by all elements in the business at that 
session, will be introduced promptly at 
the 1947 regular session of the Michi- 
gan legislature. 

The Commissioner pointed out that if 


Agents Who Signed Report 


The committee’s report was signed by the 
following: R. W. Troxell, chairman, R. ‘ 
Troxell & Co., Springfield, IIL; 
Bartlett, Boothby & Bartlett Co., 
Me.; Oliver C. Conger, Evans, Conger Co., 
Pottstown, Pa.; Carroll L. Crawford, 
minster Realty & Ins. Co., Westminster, Md.; 
R . Crocker, Schlesinger-Heller Agency, 
J.; J. M. Crosby, Jr., J. M, Crosby 
Grand_ Rapids, Mich.; J. G. 
J. G. Elliott Co., Scotts Bluff, Neb.; W. M. 
Fambrough, Columbus Interstate Ins. Agency, Inc., Evansville, Ind.; H. W. Spencer, Spencer 
ne., Columbus, Ga.;_ Frank S. Hanna, Mum- & Co., Oakland, Calif.; Leonard R.  Spitler, 
Hanna, St. Joseph, Mo.; William C. The Merrill, Dodge & Jackson Co., Toledo, O.; 
Keator, Jr., Keator & Co., Fairfield, Conn.; W. R, A. Thompson, Wirt Wilson & Co., Minne- 
‘as, Ernest Townsend & Son, LeRoy,  apolis, Minn.; John W. Whitty, Meyers, Whitty 
Fred C. Richardt, Agency, & Hodge, New Orleans, La. 


Francis F, 
Waterville, 


Richardt 





A plan designed to help 


Banks keep financing at home 


What agents do now to be ready 
on is resumed will 


when product 
ne how much insurance 


the cars and 


determi 
they will write on 
household appliances bought 


on time” in their communities. 


Fire - Automobile - Marine 


surance Company 
demnity Company 
nsurance Company 


ATLANTA 


the state is to retain regulatory power 
“legislation is necessary to make rates 
and combinations on rates subject to 
approval by the department. If the state 
fails to provide for such regulation, it is 
obvious that the way is left open, un 
der the interstate commerce decision 
and subsequent congressional action, for 
the Federal Government to step in.” 





N. Y. BOARD RE-ELECTIONS 

John A. Forrestel, vice president of 
the Home, has been reelected a member 
of the board of directors of the New 
York Board of Fire Underwriters and 
also as chairman of the committee on 
finance. Oswald Tregaskis, manager of 
the United States branch of the Sun, 
continues as vice chairman of the com- 
mittee, 
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Home Advances Three 
In Marine Department 


PENN INLAND MARINE MANAGER 





Nietert Manager of Hull Operations and 
Meyer Manager Ocean 
Cargo Operations 





The Home Fleet has appointed Wil- 
liam Penn manager in charge of the 
inland marine and all risks departments 
in the home office; Rudolph A. Nietert 
manager supervising hull operations and 
Oscar Meyer manager of ocean cargo 
operations. 

Mr. Penn joined the Home in 1926 
coming from the Lenahan Insurance 
Agency. In 1928 he was appointed spe- 
cial agent and served in the St. Louis 
office. In 1929 and 1930 he held the same 
post in the Chicago and Minneapolis 
offices respectively. In 1931, he was 
transferred to the home office as an un- 
derwriter of special lines. He became 
assistant manager of the marine depart- 
ment in 1937, and assistant manager of 
the all risks department in 1945. 

Mr. Meyer, who was born in Ber- 
muda, began his insurance career in 
1917 when he joined the Phoenix and 
the Liverpool & London & Globe marine 
groups as manager of their reinsurance 
departments. In 1923 he entered the 
service of the Home as supervisor of 
reinsurance for the marine department 
and was appointed ocean cargo under- 
writer in 1928 

Mr. Nietert, who was born in Brook- 
lyn, entered the insurance field in 1923 
when he joined a firm of insurance 
brokers._ His affiliation with the Home 
began in 1925 when he joined the staff 
of the hull and inland marine depart- 
ment, and was appointed hull under- 
writer in 1944, 





Marine Underwriters 
Extend War Risk Cover 


The members of the American Insti- 
tute of Marine Underwriters have agreed 
that claims under the war risk policy 
will be settled as though subdivisions 
(a) and (b) of Clause 9 of the current 
war risk policies were deleted, effective 
as to bills of lading dated on and after 
February 18, 1946 

The subdivisions referred to read as 
follows: 

“(a) This policy is warranted free of 
any claim arising from capture, seizure, 
arrest, restraint or detainment by the 
Government of the United States or of 
any of its Allies. 

“(b) It is understood and agreed that 
the following shipments are excluded 
from any coverage whatsoever under 
this insurance, viz.: shipments to or 
from an enemy country or any country 
or territory with which trading is for- 
hidden by the laws of the United ae 
or the laws of Great Britain; and ship- 
ments carried on vessels operated or 
controlled from any such country or ter- 
ritory.” 





Droge Assistant Secretary 
Of North British Group 


The North British Group has ap- 
pointed John C. Droge of the secretarial 
department to the post of assistant sec- 
retary of all companies in the group, 
North British & Mercantile, Pennsyl- 
vania, Commonwealth, Mercantile and 
Homeland. 

Mr. Droge joined the group twenty- 
One years ago. In 1936 he was trans- 
ferred from the accounts department to 
the secretarial department. He served 
for over two years in the armed forces 
during the war, rejoining the North 
British last November. 


Md. Holds Installment Plans 
Must Charge Interest 


The Maryland State Insurance De- 
partment, through Commissioner Law- 
rence E, Ensor, states that some com- 
panies have instalment payment of pre- 
mium plans which do not provide for 
interest or service charges. 

“The Department has ruled,” said the 
Commissioner, “that the deferring of 
premiums, without interest, by special 
agreement for any period of time, or 
beyond the time of payment usual and 
customary for the particular class or 
character of the insurance written shall 
be considered a rebate and as such a 
violation of our insurance laws. 

“Any such plans contained in rate 
filings are hereby disapproved and com- 
panies now using any such plan are 
warned against the continued use 
thereof.” 


SYMPATHY FOR W. F. BOYLAN 

William F. Boylan, inland marine 
manager in the Eastern Department of 
the St. Paul Fire & Marine, is bereaved 
by the loss of his son, William F., Jr., 
who died suddenly last Sunday, June 30. 
He was a World War II Army veteran 
who had recently been discharged from 
the service. 
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The diversified facilities of the Atlantic market, steadily 


Marine Reinsurance Assn. 


Formed; Miller Chairman 
Marine reinsurance men have organ- 
ized an association to provide ways and 
means to discuss subjects of mutual in- 
terest, to interchange ideas and suggest 
methods of meeting problems as they 
arise; also to promote social activity 
among its members. The association is 
known as the Marine Reinsurance Asso- 
ciation and consists of the following offi- 
cers re charter members: 
F. Miller, chairman, Marine Office 
fre np . Ray, secretary and 
treasurer, Talbot Bird & Company; E. 
Malkmus, membership committee, Insur- 
ance Company of North America; E. 
Cleary, arrangements and _ entertain- 
ment committee, Wm. H. McGee & 
Company; J. Campbell, Appleton & Cox, 
Inc.; E. Smith, Chubb & Son; T. Mc- 
Clay, Chubb & Son; W. Mault, Home; 
E. Lindley, Union Marine; C. Fackrell, 
North British & Mercantile; J. Con- 
nolly, Royal; George Prag, Fireman’s 
Fund. 


MITCHELL HEADS GA. DEPT. 

Governor Ellis Arnold of Georgia has 
appointed William R. Mitchell as Comp- 
troller General and ex officio Insurance 
Commissioner, succeeding the late 
Homer C. Parker, for the latter’s unex- 
pired term ending next January. Mr. 
Mitchell had resigned recently as Deputy 
Insurance Commissioner. Candidates 
for the office in the Democratic primary 
to be held July 17 are E. B. Dykes, for- 
mer president of the state senate, and 
Zack Cravey, former state conservation 
commissioner. 


of 





increasing in geographical extent, include marine, fire, 


inland marine, automobile, burglary, workmen’s com- 
: pensation, general liability and allied lines. Centennial 
Insurance Company (a wholly owned stock subsidiary) 
and Atlantic Mutual Indemnity Company (a profit- 


participating affiliate) issue their own policies. The seal 


below identifies combination policies jointly issued by 
Atlantic Mutual Insurance Company and Atlantic Mutual 


Indemnity Company. Complete information on request. 
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PROTESTS ARGENTINE DECREE 


Foreign Trade Council Tells State 
Department Insurance Law Is 
Prejudicial to Americans 
The National Foreign Trade Council 
has filed formal protest with the United 
States Department of State against the 
recent decree of the Argentine Govern- 
ment that all insurance in Argentine 
and on Argentine goods be placed in 
Argentine companies, declaring that it 
amounts to “discrimination, expropria- 

tion and forced contracts.” 

The Argentine decree prohibits the 
insurance abroad of any persons, prop- 
erty or insurable interest within the 
national jurisdiction of Argentine under 
penalties involving the insured and in- 
termediaries up to twenty-five times the 
amount of the premium. 

It is now reported from Buenos Aires 
that the Peron Government, facing such 
bitter criticism of foreign interests as 
that of the National Foreign Trades 
Council, may temper the provisions be- 
fore putting them into effect. 

In its protest, the council asserts that 
the decree is “greatly prejudicial” to 
American commercial, investment and 
insurance interests and that if en- 
forced, the law will have a detrimental 
effect on United States trade with Ar- 
gentina and interfere with the normal 
protection of American-owned property 
in Argentina. 

The council, in 
notes that the law 
the constitution of the Argentine Re- 
public itself, which guarantees to resi- 
dents the right to engage in legitimate 
industry and recognizes the inviolibility 
of property. 

The decree further provides that in- 





its formal 
appears to 


protest, 
violate 


surance of all classes of goods enter- 

ing the country “in any form whatso- 
” 7 

ever” must be covered by Argentine 


insurance when the transport risk for 
account of the receiver and that insur- 
ance of goods leaving the country “in 
any form whatsoever” shall be likewise 
covered when the transport risk over- 
seas is for account of the sender. 

Banks in the United States are said 
to be uncertain as to how to proceed 
pending receipt of official interpretation 
of terms of the decree. The banks 
are not yet refusing documents which 
include policies of non-Argentine insur- 
ance companies, since it is not believed 
that the decree will not be applied re- 
troactively on letters of credit transac- 
tions. Considerable doubt exists, how- 
ever, as to future procedure. 





North America Auto Risks 


Now Cover in Mexico 


Insurance Company of North America 
Companies announce that all forms of 
automobile insurance written by any of 
the North America Companies can now 
be extended to cover anywhere within 
the Republic of Mexico. Under an ar- 
rangement completed between North 
America Companies and the “La Az- 
teca” Insurance Co. of Mexico, policy- 
holders can now obtain, through Ameri- 
can agents a “Mexican extension en- 
dorsement” to their policies in any of 
the North America companies. Such en- 
dorsement not only extends the original 
cover, as written, into Mexico, but also 
enables assureds to obtain counsel, as- 
sistance and settlement of claims in that 


country. North America maintains a 
properly staffed and equipped service 
office in Mexico City. 


La Azteca maintains service offices of 
its own in all large cities and towns and 
has some 500 agents throughout Mexico, 
including all smaller towns and even 
most of the villages, especially along the 
highways. 

AGRICULTURAL DIVIDENDS 

The Agricultural of Watertown, N. Y., 
has declared a dividend of $1 a share. 
payable July 1 to stockholders of record 
Tune 15. This i is made up of the regular 
dividend of 75 cents a share and a spe- 


cial dividend of 25 cents a share. The 
wholly owned subsidiary, the Empire 
State, has declared a dividend of 75 


cents a share, payable June 29. 
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Major Stark Chief 
Of Insurance Branch 


HANDLES CONTRACT BONDS 





Was Attorney for Standard Accident; 
Number of Cost-Plus-a-Fixed-Fee 
Contracts Not Yet Settled 





Major C. A. Stark has succeeded Lt. 
Colonel A. S. Kuenkler as chief of the 
Var Department’s contract insurance 
branch, located in 
the special finan- 
cial services divi- 
sion, office of the 
chief of finance. 

Major = Stark’s 
present Army ca- 
reer began when 
he was called to 
active duty as an 
infantry reserve 
officer early in 
1942. He was as- 
signed for a time 
to various mili- 
tary intelligence 
and plant protec- 
tion duties in 
Minnesota and in 
February, 1943, 
was transferred to the contract insur- 
surance branch to set up and organize a 
field liaison office at Omaha, Neb. When 
the purpose for which this field office 
had been set up was accomplished one 
year later, he was transferred to duty 
in the claims section of the contract in- 
surance branch in the Washington head- 








Major C. A. Stark 


quarters and was made chief of that 
section in the fall of 1945. Prior to his 
present military service, Major Stark 


was attorney for the Standard Accident 
Insurance Co. in the states of Minne- 
sota, Wisconsin, Michigan, the Dakotas 
and Towa. 

Although approximately two-thirds of 
the final settlements on War Depart- 
ment cost-plus-a-fixed-fee contracts 
written under the War Department in- 
surance rating plan have been com- 
pleted, there still remain a number of 
large contracts which have not reached 
final settlement stage, as well as a num- 
ber of post-war insurance problems. 

Military Personnel of Branch 

At the present time, military person- 
nel of the contract insurance branch, in 
addition to Major Stark, consists of 
Lieutenant Colonel H. R. Greenlee, field 
liaison officer stationed in New York 
City, and Captain Bruce N. Gillaspey, 
former claims officer in the European 
theater of operations, who prior to en- 
tering the armed forces, was a represen- 
tative of the United States Fidelity & 
Guaranty Co. in its Hartford claim de- 
partment. Two former officers of the 
contract insurance branch, Arthur S. 
Kuenkler and James A. Hamilton hold 
appointments as technical experts, sub- 
iect to call for consultation, as required. 
The casualty, life, fire and marine sec- 
tion is in charge of Ruth Montgomery 
Johnson, who has been associated with 
the War Department's insurance pro- 
gram since its inception. As claims ex- 
aminer, Gladys Van Roekel, who has 
been associated with this program since 
1942, performs important functions in 
the processing of final insurance settle- 
ments subsequent to final loss review 
and agreement. 


Prompt submission of final settle- 
ments by insurance carriers, followed 
by early settlement negotiations with 
the War Department, have been the 


principal factors which have enabled the 
contract insurance branch to release 
many of its officers from active duty 
and at the same time to progress its 
program toward a_ termination. status 
which can be satisfactorily maintained 
with greatly reduced personnel strength. 


Organize New National 
Group on Compensation 


SUBCOMMITTEES ARE AT WORK 


C. & S. Executives, Health, Medical, 
Labor and Other Organizations Form 
Conference Committee 
The claims bureau of the Association 
of Casualty & Surety Executives, in 
cooperation with six other outstanding 
national organizations, has just com- 
pleted the formation of a National Con- 
ference Committee on Workmen’s Com- 

pensation. 

The committee was established to 
meet the need for a medium through 
which problems affecting the adminis- 
tration of the workmen’s compensation 
laws could be analyzed and solved in 
the best interest of the individual work- 
ers and all others ccncerned. A detailed 
study of the number of reports of di- 
versity of information required = on 
various forms submitted to state regu- 
latory bodies by employers, physicians, 
and insurance carriers has already been 
commenced by the new committee and 
recommendations for eliminations, sim- 
plifications and standardizations are ex- 
nected to be developed. 





Subcommittees at Work 


Subcommittees of the National Con- 
ference Committee on Workmen’s Com- 
pensation are also looking into the 
questions of proper supervision and 
evaluation of medical testimony, im- 
nyroving and standardizing present meth- 
ods of evaluating disability and deter- 
mining residual ability, rehabilitation of 
‘njured workers, and improved proce- 
cures for hearings and appeals. 

Other organizations which assisted in 
the formation of the Workmen’s Com- 
pensation Committee are: International 
\ssociation of Industrial Accident 
Boards and Commissions, Council on 
Industrial Health, American Medical 
\ssociation, American Association of 
State Compensation Insurance Funds, 
American Federation of Labor, Con- 
ress of Industrial Organizations and the 
National Association of Mutual Casu- 
alty Companies. 

The United States Chamber of Com- 
merce, National Association of Manu- 
facturers, and the Bureau of Standards 
and Statistics of the United States De- 
partment of Labor, also have been in- 
vited to participate in the activities of 
this committee. 





MASS. INDEMNITY IN VA. 
The Massachusetts Indemnity has 
been admitted to Virginia to write acci- 
dent and health lines. 


Howard Meyer Goes to H.O.,; 
Little Succeeds Him in N. J. 


Howard D. Meyer, who has been resi- 
dent vice president of the Globe Indem- 
nity in Newark since 1937, has been 
promoted to the home office post of pro- 
duction manager for the eastern and 
southern states of the Eagle, Globe and 
Royal Indemnity Cos. Succeeding Mr. 
Meyer at Newark, effective July 1, is 
John A. Little who assumes the title of 
branch office manager. 

Mr. Meyer’s career started with the 
Travelers in Newark, and his first man- 
agerial post was with the Glens Falls 
Indemnity in charge of its Newark office. 
He resigned from that company to join 
the Globe. He is a past president of the 
Casualty Underwriters Association of 
New Jersey and that organization 1s 
planning to give a farewell luncheon in 
his honor on Monday, July 15. 

Mr. Little spent twelve years in the 
agency business in Scranton, Pa., before 
his first company connection which was 
with the National Surety Co. in 1921. 
His initial post with the Globe was as 
special agent in New Jersey territory. 
Tken, in 1944, he was temporarily trans- 
ferred to the home office in New York 
for countrywide agency and production 
work. In April of this year he returned 
to the Newark office as assistant mana- 
ger in charge of production. 





Canner Resigns Travelers 
Post; Joins Sterling of Il. 


Walter W. Canner, one of the best 
known A. & H. production managers in 
Greater New York, has resigned his post 
with the Travelers’ 55 John Street 
branch office and, on August 1, is join- 
ing the Sterling Insurance Co. of Chi- 
cago, Ill., as agency director. He will be 
stationed in Chicago. 

Mr. Canner has been with the Travel- 
ers for the past twenty-three years and 
has made an outstanding production rec- 
ord. At 55 John Street, his post has 
been assistant manager, life, accident, 
group department. 

The Sterling is embarking upon an 
expansion program and, with a strength- 
ened financial structure, will establish 
agencies in Mid-Western states, objec- 
tive being a nationwide agency plant. 
L. A. Breskin, president of the com- 
pany, was a visitor in New York this 
week, 





NEW CLAIMS COUNCIL 

Wayne Merrick, manager of the 
Claims Bureau, Association of Casualty 
& Surety Executives, announces the 
formation of a new casualty insurance 
claims council in Indianapolis. This is 
the nineteenth council to be established 
throughout the country. It is composed 
of claims managers representing casu- 
alty companies. 








A. J. Lamie, superintendent, engin- 
eering department, Pacific Indemnity 
Co. died recently in Denver, Colo., 


while on a vacation trip. He leaves his 
widow, Mrs. Marjorie Lambie, who was 
with him when he died. 





















































FIDELITY, SURETY and 
FORGERY BONDS 













W. J. Fitzsimons Heads 
Risk Research Institute 

ELECTED AT ANNUAL MEETING 

Four New Directors Also Named; Model 


Rate Regulatory Bills Scored in 
Legislative Report 








W. J. Fitzsimons, assistant to the 
treasurer, New York Herald Tribune, is 
the newly elected president of Risk Re- 
search Institute, Inc., succeeding George 
Robert Gair Co., New 
Mr. Fitzsimons, who has served 


E. Rogers of 
York. 





W. J. FITZSIMONS 


the organization for the past four years 
as treasurer, was advanced by the board 
of directors following the RRI eleventh 
annual business session held on June 27. 
lis fellow officers, also elected at that 


time, include H. E. Goodell, Western 
Electric Co., first vice president; Ernest 
L. Clark, J. C. Penney Co., second vice 
president; G. K. Daniels, Continental 
Grain Co., secretary, and B. E. Kelley, 
S. B. Penick & Co., treasurer. 

The institute elected these directors 
for a three-year term: A. P. Fornoff, 
Tidewater Associated Oil Co.; K. W. 
Fraser, J. P. Stevens & Co.; R. B. Galla- 
gher, Philco Corp.; B. E. Kelley, S. B. 
Penick Co.; J. W. Marrin, Common- 
wealth & Southern, and L. H. Wiggers, 
Proctor & Gamble Co., Cincinnati. 


Fitzsimons’ Background 


President Fitzsimons is responsible 
for all the insurance matters of the 
New York Herald-Tribune in his capa- 
city as assistant to the treasurer of that 
company. He is a graduate of New York 
University school of commerce, accounts 
and finance, class of 1936, and in Sep- 
tember of that year he completed suc- 
cessfully the New York State examina- 
tion for CPA degree. Today he is an 
associate of the New York State Society 
of CPAs and a member of the National 
Association of Cost Accountants. He is 
also a member of Beta Gamma Sigma, 
the national commercial honorary so- 
ciety, to which he was elected while at- 
tending New York University. 


Attitude on Regulatory Bills 


As noted in The Eastern Underwriter 
last week, the legislative committee of 
the institute made a report denouncing 
the proposed state regulation bills ap- 
proved by the National Association of 
Insurance Commissioners and the All- 
Industry Committee, declaring that en- 
actment of these bills by the states 
would mean that “the fire-marine and 
casualty-surety business, for every 
practical purpose, will have passed into 
the hands of Government.” 

The statement further declared that 
state controls have been set up and ex- 
tended so insidiously that many, both in 


(Continued on Page 36) 
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125 Play in N. Y. Casualty & Surety Club’s Golf Tournament 





Under ideal weather conditions the 
1046 golf tournament of the Casualty 
& Surety Club of New York was held 
june 26 at Tamarack Country Club, 
rreenwich, Conn., being the first party 
f its kind to be given by the club 
since 1941. The turnout was one of the 
largest and 125 played the course which 
vas in fine condition. Joseph A. Lock- 


of the golf committee, gave conscien- 
tious attention to his job. 

Golf prizes were awarded following 
an enjoyable dinner. Charles S. Ashley, 
Maryland Casualty, president of the 
club, gave a few words of welcome and 
then called upon Chairman Legg to an- 
nounce the afternoon scores. It de- 
veloped that Judson Kirk, Newhouse & 


 - i 


D. St. C. Moorhead, Employers Rein- 
surance, third, and Earl W. Hohbein, 
U. S. Guarantee, fourth. 


Best scores in Class C, members, were 
turned in by L. S. Neely, U. S. Guar- 
antee, and Jim Rooney, Indemnity Co. 
of N. A., and both were suitably 
awarded. 

In the kickers 


guests’ handicap six 


* 
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and W. F. Drew, Hartford Accident in 
Brooklyn, was second. 
Sidney Siegel, Guest, Shot Best Golf 
Best golf of the tournament was shot 
by Sidney Siegel of Worton & Siegel, 
Inc., Bankers Indemnity general agents 
at Babylon, L. I., who paired with H. 
Philip Freud, vice president of that 
company in New York. Both received 


wie 


Left to right: W. Leslie Miller, D. St. C. Moorhead, E. J. Donegan, Ashby E. Bladen, Ed. P. O’Hanlon, Charles S. Ashley, H. J. Just, W. L. Clapp, Harry F. Legg, 
Franklin Vanderbilt, Harry F. O’Malley, Eugene L. Breen, George Washington Brennan, Robert J. Kennedy. 


hart, New York insurance broker, who 
has been president of the Tamarack 
club since 1939, was on hand to greet 
inany of the guests, and Harry F. Legg, 
Manufacturers’ Casualty, as chairman 





Left to right: John F. Nubel, Claude T. 
Spaulding and Garrett A. Welch. 


AETNA’S AUTO ACCIDENT FOLDER 





Dramatizes Need for Reduction in 
Fatalities in Keeping with President 
Truman’s Highway Safety Plea 

As their contribution to the nation- 
wide safety campaign inaugurated by 
President Truman’s recent highway 
safety conference, the Aetna Life A ffili- 
ated Companies have published a new 
folder entitled “500,000 People are Sen- 
tenced to Death’ which is being sent 
out with every new and renewal auto 
policy written by Aetna agents. 

Pointing out that the rate of automo- 
bile accidents is now approximating the 
record established in 1941 when an all- 
time high of about 40,000 persons were 
killed, the new Aetna folder quotes 
safety authorities as fearing that over 
the ten to twelve years a million people 
may be killed and twelve million injured 
on the highways. 

The folder also contains a twenty- 
question test by which an automobile 
driver can test his ability as a safe 
driver. A strong plea is also made for 
skill and care at all times when behind 
the wheel. 





VA. COMP. ACT IN EFFECT 

Virginia’s amended workmen’s com- 
pensation act, passed at the 1946 session 
of the General Assembly, is now in ef- 
fect. It provides that all employers of 


more than ‘seven persons shall come un- 
der the act and 
payments. 


raises compensation 


Sayre, Inc., and Greg Oliver, Retail 
Credit Co., were tied with a 78 low 
gross for 18 holes medal play. Mr. Kirk 
won in the toss-up of a coin and was 
awarded the president’s trophy prize. 
Mr. Oliver was awarded the first prize 
in Class A low net. Howard D. Wright, 
Aetna Affiliated Companies, was second; 


golfers drew the lucky number, 77, and 
in a drawing for the prizes Joseph A. 
Gernhardt, National Surety Corp., and 
Ralph J. Crosby, Marsh & McLennan, 
were the winners. 

John FF. Nubel, head of his own 
agency, was the No. 1 winner in the 
blind hole contest, shooting an 83 gross, 


prizes in the “best game in partnership” 
contest. Also winners in this event were 
A. G. Stanten, Phoentx-London Group, 
and E. Vernon Roth, Surety Association 
of America. Don Bryant of the General 
Reinsurance won the member’s prize 
for having used the greatest number of 
strokes. 





Casualty Underwriters of N. J. 
Enjoy Outing Despite Rainstorm 


A thunder storm and downpour of 
rain last Friday, June 28, failed to 
dampen the spirits or the enthusiasm 
for golf of members of the Casualty 
Underwriters Association of New Jer- 
sey who attended in holiday mood their 
June outing at Crestmont Golf Club, 
West Orange, N. J. Tournament play 
began at 1 p.m., but inside of an hour 
thereafter many of the golfers were 
drenched to the skin and back at the 


* 
y 


Hadley of The Eastern Underwriter 
who played 41 holes. But because so 
few completed the tournament play the 
outing committee, headed by William 
E. Sadler, Century Indemnity, decided 
to award the prizes on the basis of 
lucky numbers drawn by the golfers 
from a hat. The drawing took place 
after dinner and the winners, both mem- 
bers and guests, were as follows: 
Members first prize—Gladstone bag 


e 
wart 





sixth—sport shirt donated by W. L. 
Hadley, won by John Young, London 
& Lancashire Indemnity. 


First prize winner among guests was 
Richard Coolidge, Aetna Casualty & 
Surety, who drew the lucky number for 
a cocktail tray and table. Other guest 
winners were George Coolidge, Century 
Indemnity ; Jack Dumbelton, Jack 
Myers and Nelson Padget, Car & Gen- 
eral. Door prizes were awarded to W. L. 
Hadley, The Eastern Underwriter; 
Frank Zellers, Century Indemnity; Sam 
Williams, Maryland Casualty; J. J. 
Holden, United States F. & G., and 
consolation prizes went to Thomas E. 
Maddams, Glens Falls Indemnity; John 
\. Rogers, Fidelity & Casualty; John 


Left to right: Dick Gimber, Commissioner Lawrence B. Carey, Thomas E. Maddams, William E. Sadler, W. L. Clapp, John 
B. Rooney, Frank Mitchell, J. C. Eastmead and Clyde W. Quick. 


clubhouse. Among them was Lawrence 
B. Carey, New Jersey Commissioner of 
Banking and Insurance, who shoots in 
the low 80’s and would have probably 
won a guest prize if it had not rained. 
He and others in his foursome were 
more than 1,000 yards away from the 
clubhouse when the storm started, and 
even in the pouring rain he retained 
his amiability. 

A few diehard golfers resumed their 
games after the rain, and the record 
for endurance was established by W. L. 


donated by Hooper-Holmes Bureau, 
Inc., won by Jack Nolan, Aetna Casu- 
alty & Surety; second—Schick electric 
shaver donated by Retail Credit Co., 
won by Clinton L. Templeman, Royal 
Indemnity; third—$5 gift certificate 
donated by O’Hanlon Reports, won by 
Robert V. Branion, Zurich; fourth—also 
a gift certificate by same donor, won 
by Frank Mitchell, O'Gorman & Young, 
Inc.; fifth—quart of whiskey donated by 
Sutton Inspection Bureau, won by 
Ernest H. Babbage, Bankers Indemnity; 


B. Rooney, Loyalty Group; R. T. Ma- 
rino, Eureka Casualty; T. M. Wyckoff, 
Massachusetts Bonding, and Thos. De- 
bold, Glens Falls Indemnity. 

The evening’s enjoyment was height- 
ened by the fine singing of Fred Bross, 
Yorkshire Group, a member of the out 
ing committee. Mr. Maddams as presi 
dent of the association introduced the 
euests including Commissioner Carey, 
Bernard FE. Hamilton, Compensation 
Rating & Inspection Bureau, and Wil- 


(Continued on Page 36) 
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Workmen’s Compensation Sales 


Stressed by American Casualty 


The American Casualty of Reading, Pa., stressed in an article appearing recently 
in its house organ, the American Arrow, the tmportance to agents of selling workmen's 
compensation. Stating, “the ability to write workmen’s compensation adds considerably 
fo your stature as an agent,” the article tells what other lines of coverage this business 


leads to. The text of the article follows: 
The 
the armed services, the switch from war 
material to peacetime manufacturing will 
the f 
thousands of new business en- 


return of millions of men from 


mean establishment this year of 


tens of 
terprises—possibly the greatest number 
in the history of the country. 

The great majority of these new busi- 
nesses, as well as established firms, need 
workmen’s compensation insurance for 
the protection of employes. It is re- 
quired by law in forty-seven states. In 
forty of these states, the agent has a 
free field in supplying the necessary 
coverage, 

Workmen’s compensation laws vary in 
different states. So the first step in sell- 
ing this: important coverage, is to study 
the law of your state thoroughly. You 
will then be in a position to advise your 
clients intelligently as to thcir needs. 

Easy Sales—Substantial Profits 

In compensation, the most difficult 
lurdle, vetting the client interested, is 
eliminated. He has to buy—the only 
question is from whom. The average 
premium is large, perhaps five times the 
average automobile insurance premium. 
Once an account is on your books, it 
will most likely stay there, bringing 
you renewal commissions each year. 

Essentially every employer of labor 
is a prospect—from the smallest office 
to the largest department store, manu- 
facturing plant or contractor. Even 
municipal offices and departments, in- 
stitutions, etc. must protect employes. 
In most cases, the law does not extend 
to residence and farm servants. How- 
ever, they may be covered by Voluntary 
Compensation insurance and made eligi- 
ble for payments when they are injured 
in the course of their employment. This 
provides a valuable service angle, for 
many employers desire to assure to their 
servants the same protection enforced 
by law for their other employes. 

Develops Other Lines 

The ability to write workmen’s com- 
pensation adds considerably to your sta- 
ture as an agent. In addition, it de- 
velops other lines of coverage. Public 
liability, fire, automobile, Group A. & 
H., fidelity bonds, burglary and _ plate 
glass usually go to the agent who han- 
dles the compensation insurance. The 
employer deals with only one agent, one 
company, one inspector, one auditor and 
one claim adjuster. 

The agent’s name appears on_ all 
posted notices throughout the insuved’s 
premises and on emergency cards (tell- 
ing what to do in case of accident). 
Many employes, seeing the agent’s name 
thus displayed, and following their em- 
ployer’s lead, will bring their personal 
insurance problems to you 

In all states except Arizona, California 
and New Jersey, retrospective rating plan 
is available for large risks. These plans are 
superimposed upon the Experience rat- 
ing plan. Subject to varying maximum 
and minimum limits, it permits the es- 
tablishment of a premium for a particu- 
lar risk based on the insured’s own loss 
experience during a given period. This 
rating procedure has been the means of 
obtaining many risks that competition 
formerly secured. It will pay you to 
study the retrospective rating plan in 
your state. 

The services of our safety engineers 


are available in connection with work- 
men’s compensation and _ liability con- 
tracts to aid employers in reducing acci- 
dent frequency and consequently receive 
the benefits of lower premiums. This is 
an important factor in securing and 
keeping compensation risks. 
Service Is the Keynote 

Many employers leave themselves 
open to heavy penalties simply because 
they are not familiar with the work- 
men’s compensation laws of their state. 
An explanation of the law and a re- 
minder of the penalties will enable you 
to secure their insurance. 

Your company has been writing “com- 
pensation” since the first workmen’s 
compensation laws were initiated. This 
background of broad knowledge and ex- 
perience is a distinct advantage both to 
vou as an agent, and to your policy- 
holders and prospects. 

Be prompt in servicing your clients; 
accomplish papers work in connection 
with policies, endorsements and claims 
on time. Since selling the specific cov- 
erage is needless because of the law, it 
remains for you to sell your own ability 
to render outstanding service. It is up 
to you to convince your policyholder 
that he will be wise to arrange his insur- 
ance program through your agency. 


F. & D. Names J. F. Neale 
Manager at Albany, N. Y. 


The Fidelity & Deposit Co. of Mary- 
land and its affiliate, the American 
Bonding Co. of Baltimore, announce the 
appointment of James F. Neale, Jr., as 
manager of their Albany, N. Y. branch. 
He succeeds the late Joseph D. Brooks, 
who had headed the office since its 
opening in 1922. 

Mr. Neale has been a member of the 
companies’ field organization since 1937 
and has served in various capacities in 
the companies’ offices in Memphis, New- 
ark, Brooklyn and Detroit. He will be 
assisted in the management of the AI- 
bany branch by George H. Fennell. 








TRAVELERS CHANGES 


Sanders Becomes Assistant Manager 
at Charlotte; Four Appointed as 
Field Assistants 
FE. Dudley Sanders, assistant mana- 
ger, casualty, fidelity and surety lines, 
of the Travelers Atlanta branch office, 
has been transferred in the same canac- 
ity to the Charlotte, N. C., office. Don- 
ald W. Paterson has been appointed 
field assistant, casualty lines, in Mon- 
treal, and John S. Reitzell, field assist- 
ant, casualty, fidelity and surety lines, 
in Indianapolis. Ronald W. Hunter and 
John D. Wortmann have returned from 
military service and have been appointed 
field assistants casualty, fidelity and 
surety lines, in the South Bend and 

Newark branch offices, respectively. 

Mr. Paterson, a graduate of Loyola 
College, was associated for more than 
two years with the Montreal Light & 
Power Co. and from January, 1941 until 
the present time, was assistant to the 
divisional personnel officer, Royal Can- 
adian Mounted Police. 

Mr. Reitzell served for almost five 
years with the USAAF, being released 
as a major. He had served as pilot and 





GLENS FALLS PROMOTIONS 


Schweers Fire Manager for Cook 
County Area; Bryden Indemnity Co. 
Manager of Central Department 
The Glens Falls, Commerce and Glens 
Falls Indemnity have announced the 
promotions of George E. Schweers to 
the post of fire manager for Cook 
County and Chicago suburban territory, 
and that of John H. Bryden as indem- 
nity company manager of the central 
department, which includes Illinois, In- 
diana, Iowa, Michigan, Minnesota, Ne- 
braska and Wisconsin. These two men 


will continue under the direct super- 
vision and guidance of Chester M. 
Hayden, resident vice president at 
Chicago. 


Mr. Schweers entered the employ of 
the Glens Falls on February 1, 1929, as 
a fire special agent for Cook County 
after eight years’ prior experience in 
production work. He was promoted to 
the post of assistant manager on March 
1, 1937. 

Mr. Bryden, after three years’ experi- 
ence in the bonding field, went to the 
Chicago office of the Glens Falls In- 
demnity on May 1, 1928, as manager of 
its fidelity and surety department. Dur- 
ing the manpower shortage of the war 
period, he served as superintendent of 
agents of the indemnity company cen- 
tral department in addition to his usual 
duties. 





Employers’ Group Issues 
Advertisers’ Liability 


The Employers’ Group recently en- 
tered a relatively new field—advertisers’ 
liability. This contract is designed to 
cover the liability arising out of the 
use of advertising media in the ordi- 
nary conduct of a business other than 
that of an advertising agency. 

The contract provides coverage against 
suits alleging the negligent use of ideas 
in advertising; infringement of pron- 
erty or contract rights; infringements 
of copyright, both common law or 
statutory; libel, slander, defamation or 
piracy or any invasion of the rights 
of privacy. 





New Kansas City Company 


A certificate to onerate as a mutual 
insurance company has heen granted to 
the Merchants Muttal Casualty of Kan- 
sas City. It is authorized to write lia- 
hilitv insurance against loss. expense or 
liability by reason of bodily iniury or 
death by accident, disahilitv, sickness, 
etc., and to do a general mutual insur- 
ance business without capital. 

Former State Sunerintendent of Tn- 
surance Edward L. Scheufler, now prac- 
ticing law in Kansas Citv, Mo.. prenared 
the naners in connection with its incor- 
noration. 


Must Have Non-Resident’s 
Card to Drive in Manitoba 


Herbert Hunter, Manitoba Sunerin- 
tendent of Insurance, has advised C. F. 
J. Harrineton, Insurance Commissioner 
of Massachusetts. that any motorist who 
is likely to travel in his province should 
nrocure from his insurance company a 
non-resident’s motor vehicle liabilitv in- 
surance card. Possession of this card, 
says Superintendent Hunter, will nrotect 
the motorist against the impounding of 
his vehicle in case of accident. 





onerations officer with the 89th Fighter 
Sauadron. Prior to the war he was a 
cost accountant with Millers Falls 
Paper Co. for more than two years. A 
graduate of Deerfield Academy he at- 
tended Dartmouth College. 

Mr. Hunter entered the U. S. Navv 
in February, 1944, and after serving for 
a time as instructor in the special re- 
cruit training program was sent to 
Honolulu, where he was assigned to 
Naval Air Transport. 

Mr. Wortmann served with the U. S. 


Marine Corps, seeing fifteen months 
Pacific duty with the Third Marine 
Division, 


LEAFLET OF C. & S. AGENTS 


Why Individual Risk Treatment is 
Essential Based on Report of Saw- 
yer, Association Counsel 


“Why Individual Risk Treatment [s 
Essential” is the title of a new leaflet 
published by the National Association 
of Casualty & Surety Agents. It is 
based on a report made by E. W. Saw- 
yer, counsel for the association. 

“The purpose of insurance classifica- 
tions and rating plans is to discrim- 
inate,” says the introduction, “to ap- 
portion among risks their contributions 
to the aggregate cost of insurance 
losses and insurance expenses in pro- 
portion to their contribution to losses 
and expenses making up that aggregate 
cost.” 

For illustration, the leaflet draws a 
comparison of a typical chain store and 
an individually owned store in the same 
city as fire risks. It points out some of 
the customary safeguards against fail- 
ure to make a profit and to eliminate 
the moral hazard customarily employed 
by the typical chain store, as well as 
its liability to resume operations in case 
it is destroyed by fire perhaps weeks 
before the individual store would be 
able to resume operations under similai 
circumstances. 

“We must revise our theory of dis- 
crimination,” it continues. “We must 
have methods of rate making that rec- 
ognize ratewise every difference among 
risks, however intangible, that can be 
shown to have a probable effect upon 
losses and expenses. The basis for rate 
classifications and rating plans that rec- 
ognize those differences must be incor: 
porated in rate regulatory laws. With- 
out this flexibility we shall not only be 
doing a great injustice to a large sec- 
tion of the public, we shall be depriv- 
ing carriers of premiums and producers 
of commissions when we force these 
risks to become self-insured.” 

Copies of the leaflet may be obtained 
by writing the National Association of 
Casualty & Surety Agents, 105 West 
Adams Street, Chicago 3, IIl. 


BIG BOND BIDS ON COAST JOBS 








Aetna Casualty & Surety and Hartford 
Accident Originating Cos. on 
Construction Projects 


Two large contract bonds on Pacific 
Coast projects have been executed in 
recent weeks with the Aetna Casualty 
& Surety and Hartford Accident sharing 
the honors as originating companies. 
Details follow: 

The Aetna Casualty & Surety and the 
Hartford Accident & Indemnity have 
executed the bond for Peter Kiewit 
Sons Co. and the Construction Aggre 
gates Corp., running to the Los Angeles 
Board of Public Works, for removal of 
14,000,000 cubic yards of sand dunes on 
the site of the proposed Hyperion sew- 
age plant and distributed it along six 
miles of ocean front. The joint adven- 
turers were awarded the contract on 
their low bid of $3,500,000. This bond 
was executed in Los Angeles for the 
Omaha and Chicago offices of the com- 
panies, respectively. 

Hartford Accident & Indemnity 
through its Los Angeles office, has ex- 
ecuted the bond for Grafe-Callahan 
Construction Co., Gunther, Shirley & 
Co., both of Los Angeles, and W. K. 
Mcllyar, awarded the contract for 
Schedules 1 and 2 of the Horsetooth 
Reservoir and relocation of county road 
four miles west of Ft. Collins, Colo., a 
part of the Colorado Big Thompson 
project, Bureau of Reclamation, at their 
bid of $5,111,877. Nine other sureties are 
participating in the line. 


FRIANT-KERN CANAL BIDDER 


Peter Kewitt & Sons Co., were low 
bidders when the U. S. Reclamation 
Service opened bids in Denver, Colo., on 
the second section of the Friant-Kern 
Canal, a part of the Central Valley of 
California, with a bid of $3,300,000. If 
and when the contract is awarded the 
low bidder, the bond will be written by 
the Aetna Casualty & Surety, through 
its Omaha office. 
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Auto B. I. and P. D. Rate Increases 
For N. Y. Accepted by Supt. Dineen 


A rate increase of 10% for hm 
passenger auto liability and a 25% in- 
crease for auto P.D. insurance (subject 
to a minimum increase of $2) went into 
effect July 1 throughout New York 
— following acceptance of the new 

rates by Insurance Superintendent Rob- 

-- E. Dineen. The filings covering these 
increases were made by the National 
Bureau of Casualty & Surety Under- 
writers and the Mutual Casualty Insur- 
ance Rating Bureau. It is stipulated 
that the new rates are to be applicable 
to all policies written on and after 
July 1, 1946, and to all perce effective 
on and after September 1, 1946, regard- 
less of when such policies are written. 

Superintendent Dineen in giving his 
acceptance of the new rates declared 
that “conclusive statistical data to sup- 
port them are not provided, nor are they 
available.” However, taking all factors 
into consideration, he agreed that the 
companies are entitled to relief from 
the high loss ratios now being devel- 
oped due to the rising costs of bodily in- 
jury settlements, automobile parts and 
labor. In this connection he said: 

“The extent to which this greater 


severity of loss is being affected by 
greater frequency of accidents is not 
clearly determinable, but the data avail- 
able do not permit an assumption that 
there is any adequate offset in frequency 
for the sharply greater costs per claim. 

“The requested increase of 10% in! 
auto bodily injury rates appears reason- 
able. For property damage, the re- 
quested increase of 25% is moderate in 
consideration of the indicated experi- 
ence. The $2 minimum increase for 
property damage affects only A-1 cars 
in the lowest rated territories, and only 
in small fractions of a dollar; it is a 
reasonable practical expedient, as is the 
proposal to round final rates to the 
nearest $0.50 for bodily injury and $0.05 
for property damage. 

“No consideration has been given to 
the increased costs imposed on the com- 
panies by the New York motor vehicle 
safety responsibility act, estimated to 
amount to 1.3% of bodily injury pre- 
miums. Study of such a refinement in 
the rating process must be postponed 
until it is again possible to secure 
comprehensive automobile experience 
figures. 





J. E. BAILEY INSTALLED 


As President of Civitan International; 
Is Supervisor Southern Division, 
Hooper-Holmer Bureau 
J. Edward Bailey, Richmond, Va., 
supervisor, Southern Division, The 
Hooper-Holmes Bureau, Inc., was in- 
stalled as president of Civitan Interna- 
tional recently at the organization’s con- 
vention at Denver, Colorado. Mr. Bailey 
has served as president-elect during the 
past year and now assumes the presi- 

dency. 

After serving in the U. S. Navy in 
World War T, Mr. Bailey entered the 
employ of The Hooper-Holmes Bureau, 
Inc. He advanced rapidly and has been 
in charge of various of the bureau’s 
offices from coast to coast. While mana- 
ger of the Los Angeles office, he headed 
the convention committee of the Cali- 
fornia State Association of Accident & 
Health Managers, served on the con- 
vention committee of the Los Angeles 
Chamber of Commerce and acted as 
chairman of the Los Angeles Accident 
& Health Managers Association, 

Mr. Bailey is now active in the Rich- 
mond Chamber of Commerce, the Rich- 
mond Inter-Club Council and is a mem- 
ber of the American Arbitration Asso- 
ciation, the Commonwealth Club of 
Richmond, the Country Club of Vir- 
ginia and the Vaiden Hunting and Fish- 
ing Club of Lanexa, Virginia. 





Ontario 1945 Auto 


Income and Losses Higher 


The Ontario superintendent of insur- 
ance reports that in 1945 automobile pre- 
miums written and earned were higher 
than in the preceding year. Ratio of 
losses incurred to premiums earned was 
53.31% against 47.19% in 1944: while 
ratio of losses to premiums written was 
50.45%. Net premiums written in the year 
were $12,674,633 compared with $11,246,523 
the year before; while net losses incurred 
were $6,395,311 against $5,180,653. Lloyds 
was the largest individual underwriter 
with $962559 in premiums earned and 
losses of $537,320 for a loss ratio of 


55.82%. 


MADE FIELD ASS’T AT DALLAS 


Marshall D. Branum, who saw mili- 
tary action in both the European and 
Pacific theaters of war, has been ap- 
pointed field assistant, casualty, fidelity 
and surety lines, of The Travelers office 
at Dallas, Texas. 


First Payments Under Mich. 
Second Injury Fund July 1 


Michigan’s second injury workmen’s 
compensation fund, created by the 1943 
legislature from payments on compen- 
sable deaths in which no beneficiary sur- 
vived, made its first payments to quali- 
fied applicants July 1. 

The fund has accumulated $151,000, 
representing 151 $1,000 death payments 
deposited by insurers and self-insuring 
employers. There are nine applicants 
for benefits, but only two will be eligible 
for benefits July 1 since the act stipu- 
lates that no payments shall start from 


the second injury fund until regular 
compensation payments have termi- 
nated. 


Ontario Auto Rates May Be 
Raised in 47; Losses High 


It is reported that auto premium rates 
in Ontario are due for an increase in 
1947 unless there is a material improve- 
ment in the fatality and accident rate 
between now and that time. Company 
officials in Toronto, report that losses 
are running at a clip which the compan- 
ies cannot carry much longer with pre- 
mium rates at their present level. 

W. C. Butler, Canadian manager for 
the Pearl and past president, Canadian 
Underwriters Association, deplored this 
trend in his address recently before the 
Canadian Manufacturers Association. 
He also said that Canadian financial 
responsibility laws need tightening. He 
regarded the Ontario responsibility law 
as a good one, but said that it did not 
go far enough. He advocated adoption 


of the New York ruling which made 
suspension obligatory if a motorist in 


an accident could not give proof of fi- 
nancial responsibility. Or better still, he 
suggested, the unsatisfied iudgment fund 
which is in effect in Manitoba, and 
which may result in the impounding of 
a car in the event financial responsi- 
bility cannot be shown, might well be 
adopted in the province. 





CHANGE RATE REVISION DATE 


The date for annual revision and ap- 
plication of workmen’s compensation 
rates in Virginia has been changed from 
April 1 to July 1 under an order of the 
state corporation commission. The 
change was made at the request of the 
Workmen’s Compensation Inspection 
Rating Bureau of Virginia, and is ap- 
proved by the State Industrial Commis- 
sion and National Council on Work- 
men’s Compensation. 





FILE RATES IN WASHINGTON 


Practically all non-bureau companies 
operating in the state of Washington 
have completed filing of the increased 
private passenger automobile bodily in- 
jury and property damage rates already 
filed by bureau companies in the state 
of Washington. The increases and date 
of application are identical with those of 
the bureau companies. 
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We have been bribed. And we admit 
it is effective. A letter from Sylvester 
J. (insurance broker) Walker just 
arrived and attached to this communica- 
tion, we find nine ration stamps—from 
“R” to “Z,” No, 1—and as we had made 
up our minds years ago that any con- 
tribution from a reader generous enough 
to send a ration stamp, would be hon- 
ored, even if the ration stamp would 


not. 
- + - 


So, here is this thing from La Walker. 
It results from our having chided the 
readers of this here fluff for the punk 
titles suggested for our coming Pren- 
tice-Hall tome (book, to you). His let- 
ter, uncensored but not unsung, follows: 

Now again about the title for that new 
Prentice-Hall book. Why in the H don’t 
you let a fellow read the book and then deter- 
mine a good name for it. This reminds me of 
Dave (Equitable Life) Friedman whom you and 
I know has been selling a million or more of 
life insurance for over twenty years. I have 
heard him speak dozens of times but he never 
tells you how he uses it. Why not call the 
book: “The Secret of Selling Life Insurance.” 
Everyone is interested in buying something 
wherein there is a mystery connected. One of 
the greatest modern sellers is captioned “The 
Secret of How to Grow Hair.” It is a phoney 
but to make money you have to fool the people 
T. Barnum. 
xk oe Ox 

At the risk of having 
this column changed to “Jest in Our 
Walker” we now quote Syl’s_ choice 
poetry with which he closes his epistle 
—only we quote it in prose, ie. “I have 





and remember P. 


the name of 








no doubt at all the Devil grins as seas 
of ink I spatter; ye Gods, forgive my 
‘literary’ sins, the other kind don’t mat- 
ter.” 

* * * 

Via a forward pass from Cincinnati, 
Cleveland and Chicago, we get this 
toast: 

“T drink to your health when I’m with 
you; I drink to you alone 
I drink to your health so gol derned 
much 
I’m ruining my own.” 
* * x 


“For years,” she said, didn’t know 
where my husband spent his evenings. 


One night, I went home early—and 
there he was.” 
x x 
3eauty Department: Said Kipling: 


“The silliest woman can manage a clever 
man, but it needs a clever woman to 
manage a fool. 
x * * 
And a chap who signs himself Elliott 
Tweezlum says: “A farmer who milks 
all his own cows, is the main squeeze.” 


—MERVIN L. LANE. 





GLEASON VISITED LOS ANGELES 


Gay Gleason, general counsel and 
deputy U. S. manager of the Employers’ 
Group, stopped off at Los Angeles en 


route to the recent annual meeting of 


the commissioners in Portland. He was 
in the company of C. F. J. Harrington, 
Massachusetts commissioner. H. 


Ross, resident manager of the Employ- 
ers’ in Los Angeles, entertained them. 


Walsh to N. Y. Office of 
New England Casualty Co. 


The New England Casualty Insurance 
Co., of the Springfield Group announces 


Francis S. Walsh 
as superintendent 


the appointment of 


of the claim de- 
partment in its 
New York City 
branch office, 85 
John Street. 

Mr. Walsh at- 


tended the former 
Mercer Beaseley 
School of Law, 
now a part of the 
University of 


Newark. For a 
period of ten 
years he was in 


the claim depart- 
ment in the New- 
ark office of the 
Glens Falls In- 
demnity Co. and 
for the past four years was associated 
with the claim department of the Amer- 
ican Automobile Insurance Co. of St. 
Louis, first in that company’s New York 
and then its Newark office. Well known 





Francis S. Walsh 


among claim men of New York and 
New Jersey, he is a member of the Ad- 
justers Association of New Jersey. 





Claims Under Saskatchewan 
Auto Act Show Uptrend 


Ninety-one claims for compensation 


for personal injury or death suffered in 
made under the 


motor accidents were 


terms of the new compulsory Saskatche- 


wan automobile accident insurance act 
during April, the first full month of 
operation of the act. This is revealed 
by M. F. Allore, manager of the gov- 
ernment insurance office. 

During the first week of May the 
total number of claims had _ climbed 
past the 125 mark, indicating an in- 


creasing accident rate for the summer, 
he said. 

There were several cases in which 
no compensation was payable to in- 
jured drivers because they did not pos- 
sess a driving license or did not have 
either a driving license or a _ vehicle 
license. 


STARTS UNSATISFIED FUND 





Province of Prince Edward Island En- 
acts “Unsatisfied Judgment Plan” 
by Licensing Drivers 
The province of Prince Edward Is- 
land has passed the nece ssary legislation 


to institute this year 2m “unsatisfied 
judgment fund” plan, somewhat similar 
in basic ideas to that in force in Mani- 
toba. The fund will be in every sense 


of the word an insurance fund and each 
licensed driver will be assessed $1 per 
year. 

Out of this fund, which will be kept 
at a level somewhere between $25,000 
and $50,000, will be paid claims for dam- 
ages by those who have been awarded 
such payments by court but who cannot 
collect because the responsible automo- 


bile driver has not the money nor the 
insurance coverage to pay off. 
Payments out of this insurance fund 


will be made for bodily injury or death 
and it is stipulated that not more than 
$2,000 exclusive of costs shall be_ paid 
for one injury or death or a maximum 
of $4,000 for more than one person. 

Also, as in the Manitoba scheme, it 
lack of funds is evident on the part of 
the culprit driver, then his license to 
drive will not be renewed until the fund 
has been reimbursed with interest and 
proof of financial responsibility is fur- 
nished. 


H. C. RICH’S NEW POSITION 

H. Clifford Rich, formerly assistant 
casualty manager of the Travelers office 
at Charlotte, N. C., has been promoted 
to the managership of casualty, fide'ity 
and surety lines in the companies, oface 
at South Bend, Ind. 
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To Meet July 9 on Zone 4 
Order for A. & H. Data 


TEN COMPANY MEN TO ATTEND 
Commissioner Forbes Dini Them Op- 
portunity to Voice Objections to Ex- 
perience Breakdown Requirement 

Protests by A. & H. companies of 
the recent order by Zone Four Insur- 
ance Commissioners that a breakdown of 
experience on the various policy forms 
written be provided the Departments of 


the eight states in the zone have re- 
sulted, it was announced in Lansing by 
Commissioner David A. Forbes, zone 


in scheduling a conference 
subcommittee 
carriers. 


chairman, 
hetween a Commissioners’ 
and representatives of the 

The meeting, to be held in Detroit 
July 9, will be attended by Commis- 
sioners Forbes, Nellis P. Parkinson of 
Iinois and John D. Pearson of Indiana, 
and by ten company representatives, 
evenly divided between the Health & 
\ccident Underwriters Conference and 
the Bureau of Personal Accident & 
Health Underwriters. 

Commissioner Forbes said the decision 
to grant such a conference was reached 


at a special meeting of zone commis- 
sioners during the Portland convention 
of NAIC. Some of the companies had 


order to file an 
forms written, 
could not 


that the 
record for all 
past five years, 


complained 
experience 
covering the 


he complied with as, they said, such 
data was not available. 
The zone-wide order had been de- 


cided upon because the various Depart- 
ments had suspected recently that some 
of the health and accident lines were 
developing abnormally low loss experi- 
ence, indicating a need either for liberal- 
ized coverage or lowered rates. It was 


therefore felt that a study should be 
imade of the entire picture and to ob- 
tain factual material on experience for 


companies. The filing, 
order sent the compa- 
with the regular 


all lines from the 
according to the 
nies, is to be made 
1947 reports. 


Non-Profit Medical Assn. 
Sponsored by Ind. Doctors 
The Indiana State Medical 
sponsoring the formation of a 
non-profit medical association, called 
the Mutual Medical Insurance, Inc., 
which will provide medical, surgical and 
obstetrical group insurance. More than 
6) physicians in the state have con- 
tributed funds to organize the company, 
will start business soon. Cost to 
individuals for the insurance will be 
about $1 a month, and families regard- 

less of size will pay $2.25 monthly. 


N. J. Golf 
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Claim Men’s As: 
all eighty- 


Associa- 
tion is 


which 


(Continued from 
bur Stevens, president, 
sociation of New Jersey. In 
five attended the dinner. 


Of special interest at the Crestmont 


(;. C. was a tablet in the club’s lunch- 
eon room attesting that the late Jos. 
M. Byrne, founder of the club in 1922 


(then known as Newark Athletic Coun- 
try Club), shot the first golf ball on 
the opening day, August 23, 1922, which 
is on display in that room. Mr. Byrne 


was also the founder of the large New- 
ark agency bearing his name, president 
of which today is his son, Jos. M. Byrne. 


MISS BARTHOLOMEW ‘PROMOTED 


Helen M. Bartholomew has been ap- 
pointed acting cashier of the Travelers 
office at Wheeling, West Va., to suc- 
ceed Florence L. M. Neidhardt who re- 
signed because of marriage. Dorothy E. 
Weitzel succeeds Miss Bartholomew as 
assistant cashier. 


A. & H. OUTING PRIZE AWARDS 





Winning Baseball Team at Timber Point 
C. C. Party Made Up of Met. Life 
Men; Kearns Golf Winner 


At the annual outing of the New York 
Accident & Health Club, recently held 
Point Country Club, Long Is- 
*. Curran, Loyalty Group, 
as president of the club, the 
to the winning ball 
team, the Uptowners, headed by Ed 
Tuohy of the Metropolitan Life. He 
and his teammates each received $5 gift 
including: 
Putrey, Lee, Flyntz, Fer- 
Glidden, Hunter and Cluen, all 
Metropolitan Life. 

First prize in the horseshoe pitching 
contest was won by President Curran; 
second prize by George Wright, Mutual 
Benefit H. & A., and third prize by 
William F. O'Donnell, United States F. 


t Timber 
land, Francis 7 
awarded 


president’s trophy 


certificates, the players 


Messrs. Cordi, 
nandez, 


of the 


& G. Runners-up were Lawrence K. 
Farrell, Metropolitan Life; Dan J. 
Brady, United States Life, and William 


Retail Credit Co. 
tournament was won by 
Jack Kearns, Mutual Benefit H. & A,, 
other prize winners being Val A. Mee- 
han, Equitable Society; Edmund J. Fer- 
nandez, Metronolitan Life; James Wil- 
son, Hooper-Holmes Bureau; Leo: Mc- 
Manus, Mutual Benefit H. & A. and 
Robert B. Edris of Edris Service Corp. 
ee golf prizes were awarded by Arthur 

. Fitzgerald, president of Accurate In- 
surance Service Bureau, New York, 

Motion pictures taken at the outing 
by Harold M. George, United. States F. 
& G., who was publicity chairman, and 
Julius L. Ullman, W. L. Perrin & Son, 
Inc., have been developed and will be 
— at the first fall meeting of the 
club. 


E. Callahan, 
The golf 





ANCHOR CASUALTY CHANGES 


R. V. Mothersill Becomes Board 
Chairman; Henry Guthunz Advanced 
to Presidency; Growth This Year 


R. V. Mothersill, one of the organ- 
izers of Anchor Casualty Co. of St. 
Paul and its president since 1938, has 
been made chairman of the board and 
Henry Guthunz has been advanced from 
executive vice president to president. 

The Anchor company was organized 
in 1926 by a group of large Minnesota 
employers to write compensation insur- 
ance mainly. Later it added other cas- 
ualty lines and two years ago entered 
the bonding field. Mr. Guthunz, the 
new president, has been with the com- 
pany since 1926. 

In the first six months this year An- 
chor’s premium income will show an in- 
of 58% over the 1945 period. 
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O’Loughlin, McCagg, Smith 


Executives of 3 Companies 


In the story published in The East- 
| ern Underwriter last week on the 
| changes in executive direction in the 
Royal, Eagle and Globe Indemnity 
Companies, the casualty companies of 
the Royal-Liverpool Group, cut cap- 
tions under the pictures of John F. 
O’Loughlin, George W. McCagg and 
Clarke Sr:ith, were unintentionally 
misleading, as each one was identi- 
fied with the single company in the 
group with which his name had for- 
merly been associated. 

As clearly indicated in the pub- 
lished story, with Kenneth Spencer 
as president of the three companies, 
Messrs. O’Loughlin, McCagg and 
Smith are now executive vice presi- 
dents of all three companies. Each 
one will have supervision over the 
direction of the three companies in 
specified territories, instead of one 
company, each nation-wide, as here- 
| tofore. 











Continental Casualty Has 
New Trip Accident Policy 


Vice President J. M. Smith of the 
Continental Casualty Co. announces a 
world-wide trip accident policy for air, 
land and sea travelers sold on an over- 
the-counter basis, through travel and 
tour companies. 

The coverage: units of $5,000 to $25,- 
000 principal sum with $250 to $1,250 
medical reimbursement. The _ policy 
covers other accidents as well as those 
involving land and sea transportation of 
every type, all scheduled airlines, and 
regular licensed and chartered services 
anywhere in the world. 





C. C. BOAZ’S NEW POSITION 

Carlos C. Boaz, assistant manager of 
the Chicago branch office of the New 
Amsterdam Casualty, has been trans- 
ferred to the home office of the com- 
pany as assistant secretary in charge of 
the automobile department. 

Mr. Boaz joined the 
branch office of the company following 
his graduation from Butler University 
in 1929. In 1933 he was transferred to 


Indianapolis 


the Chicago office. For thirty months 
he was with the Army and saw service 
in the Pacific Theatre. 
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Risk Research Institute 


(Continued from Page 32) 


and outside of insurance are prone to 
regard further regulation as a normal 
and inevitable development. The re- 
port continued: 

“If we judge the situation correctly, 
the statutes now proposed will complete 
the process for, taken in conjunction 
with existing laws, they will clothe the 
states with full and final authority over 
every important detail of the operations 


of fire and casualty insurance com- 
Panes. .. > 
“No American business has ever 


yielded the right to direct its own af- 
fairs to such a degree as insurance is 
now Offering to do and other branches 
of business have cause to be disturbed 
by the example insurance is setting. 
No other industry has been so loud as 
insurance in its condemnation of both 
Federal and state government in busi- 
ness or so persistent in its vocal cham- 
pionship of free enterprise and at the 
same time so ineffective against expand- 
ing Government control.” 





Lemmon Opens New Offices 


For Independent Insurers 
Vestal Lemmon, formerly casualty ac- 
tuary of the Texas Insurance Depart- 
ment, recently named manager of the 
National Association of Independent In- 
surers, has opened new offices for the 
association at 111 West Washington 
Street, Chicago. 

Henry S. Moser, Chicago insurance 
attorney, is president of the organiza- 
tion and represents it as a member of 
the All-Industry Committee. The asso- 
ciation grew out of the deliberations in 
connection with Public Law 15 and now 
has a membership of forty-three inde- 
pendent fire and casualty insurers writ- 
ing upward of $155,000,000 in annual 
premiums, 


July 5 








rs 


ts 


ly 5, 1946 fiJuly 5, 1946 


























* 


Business Builder 


Backing for the Bank and Agent Auto Plan | 
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Ready for All Agents and Banks 


Spearhead of a program designed to build claimed by agents, agents’ associations, banks 
more business for insurance agents and banks and bankers’ associations in all parts of the 
is the 16 mm. sound-color motion picture, s not been seen in your com- 
“The Bank and Agent Auto Plan in Action”. munity, arr w—before 
This picture takes you into banks that have _— the growing volume o 


been successfully operating automobile financ- and financing business is diverte 


ing plans for from 5 to 10 years, gives facts earn 

about individual bank organizations, discusses 
methods, discloses results. Prints are availabl 
Produced by the tna’s Motion Picture banks, as well as to the agents of all com- 
Bureau in co-operation with the National panies. Simply forward your request to the 
Secretary of the Insurance Agents Association 


Association of Insurance Agents and banks 
‘ various cities, this film has been widely ac- in your State. 


country. If it ha 
ange for a showing no 
f automobile insurance 
d into other 
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Points to Limited Benefits Under 


Saskatchewan 


Public reaction will adversely affect 
the compulsory automobile plan now in 
effect in Saskatchewan, especially when 
paying the cost find they have 
inadequate public liability protection. 
This is the deduction reached by rep- 
resentative member companies of the 
Dominion Board of Insurance Under- 
writers. The Board denies that the 
plan is automobile accident insurance in 
any sense of the term, and says: 

“Avents throughout Canada, in 
pany with the insurance fraternity will 
watch with considerable interest the 
working of a law recently passed in 
Saskatchewan known as the Automobile 
Accident Insurance Act, 1946. This is 
not public liability insurance. It is a 
form of compensation giving limited 
benefits, which many insurance execu- 
lives state could be furnished on the 
same basis at about one-half the price 
exacted by the Province. 


those 


com- 


“This is compulsory  insurance—a 
motor vehicle operator or owner can- 
not register his vehicle or obtain a 
license to drive without paying a pre- 
mium for this insurance at whatever 
scale of fee the government determines. 


The present cost is $5 for the private 
passenger car or small farm truck and 
one dollar for each operator, with higher 
rates for commercial vehicles or larger 
farm trucks. These fees are to provide 
a fund out of which payments will be 
made to victims of accidents regardless 
of fault. The amount of benefits is 
prescribed by law. 
Forced Through by Government 


“When the provincial agents’ associa- 
tion attempted to have this law thrown 
open for discussion the government 
forced it through rapidly and even re- 
fused to refer it to the law amendment 
committee, before which public bodies 
could appear. Instead it had the bill 
referred to a committee of the legisla- 
ture, wail ataeanniincd any represen- 


CAL. NEGRO COMPANY FORMED 


Loyal Automobile Files Application to 
Sell Its Stock; To Write Only Au- 


tomobile Sncuvence at Present 


Formation of an automobile insurance 


company by Los Angeles Negro inter- 


ests has reached the stage where the 
company is obtaining the approval of 
the California Department for an open 


permit to sell its stock. 
Originally chartered as 
\utomobile Insurance Co., its name 
later was changed to Loyal Automobile 
Insurance Co., and it is under the pres- 
ent name the application was made. The 


the Pioneer 


conipany proposes to sell 150,000 shares 
of capital stock with a par value of 
$1 per share at a price of $3 a share. 


The application was filed by Ovila Nor- 


mandin and Bernard Hiemenz, attor- 
neys for the corporation. 

The company’s charter covers fire, 
liability, workmen’s compensation, com- 
mion carrier liability, disability, plate 
glass, boiler and machinery, burglary, 
credit, sprinkler, team and vehicle, au- 
tomobile and aircraft lines. The ap- 
plication for the permit to sell stock 


states that for the present the company 
will confine its activities to automobile 
insurance, 
Wendell E. 
| resident of 
McC oo, ia 


Larson, Los Angeles, is 
the company. Forrest A. 
Los Angeles, is vice pres- 
ident and secretary; David R. Craw- 
ford is treasurer. These officers with 
\lbert T. Patrick and Prince R. Ken- 
nedy constitute the board of directors. 
To meet the contingency of having 
some one familiar with fire insurance 
associated in some manner with the 
proposed new company, an advisory 
board has been named. These include 
Joseph P. Lipp, of the Thomas V. Hum- 


Auto Accident Act 


tation by the public or interested organ- 
izations. (Note: At this point the 
Dominion Board refers, for comparative 
purposes, to the procedure adopted by 
the Manitoba government when it en- 
acted financial responsibility legislation. 
For two years the Manitoba government 
invited submissions from public bodies 
throughout the province.) 

“This new tax imposes an additional 
burden on automobile owners. It does 
not provide the necessary legal liability 
insurance for the motorist, giving only 
a limited form of accident insurance. 

“There are many bad features in this 
act—the principal one is that through 
government claims and propaganda it 
has misled the public into’ thinking 
that each motorist has adequate public 
liability protection. There are so many 
escape clauses in the Act that restrict 
the amount of compensation or indem- 
nity payable that when the public learn 
of the limited benefits they are being 
so heavily taxed for, it is hard to predict 
the reaction when experience demon- 
strates these facts. 

Sets Up a Huge Gov't Fund 

“The act does not provide any legal 
protection to the Saskatchewan motor- 
ists traveling outside the province when 
they are subject to the laws of the 
province or state in which the accident 
occurs. Only public liability policies is- 
sued by registered incorporated insurers 
are of any value in this respect. 

“This is the first legislation of its 
kind, as far as is known, in the world. 
What it achieves is to give the govern- 
ment a huge fund, extracted from the 
motorists’ pockets, and which it states 
will be used for social welfare purposes 
after deduction of claims and expenses. 
The law in itself is unfair in assessing 
against the motorists the cost of acci- 
dents for which they may not be respon- 
sible. It is excessive in cost. It is de- 
structive in principle and practice to 
individual initiative or interests.” 





aes in Employers’ 
Ontario Office Made 


Two retirements and the appointment 
of two men to fill the vacancies created 
have occurred in the Ontario offices 
of the Employers’ Liability and_ its 
subsidiary the Merchants’ Marine both 
being effective on July 1. Robert Mar- 
tin, casualty superintendent, has been 
appointed manager succeeding Stanley 


G. Reid who is retiring on pension. 
Fred H. Roost, assistant manager of 
the western branch at Winnipeg, has 


been appointed assistant manager of the 
Ontario branch succeeding John Fan- 
ning who is also retiring on pension. 

Mr. Reid began his business career 
with the corporation forty-three years 
ago and, after serving in various capaci- 
ties, assumed in 1931 the position he is 
now relinquishing. Mr, Fanning has 
completed thirty years with the com- 
pany and has been assistant manager 
also since 1931. 


Mr. Martin has been with the com- 
pany since 1926 and Mr. Roost since 
1930. 





AUTO CASUALTY ASS’N ELECTS 

At the eighteenth annual meeting of 
the Automobile Casualty Underwriters 
Association of New York held recently 
at the Drug & Chemical Club, the fol- 
lowing officers were elected: Chairman, 

J. Weckerle, Great American Indem- 
nity; vice chairman, A. L. Kitchener, 
National Surety Corp.; secretary-treas- 
urer, A. J. Victor, Fireman’s Fund 
Indemnity. 





phreys general agency; George Neal, of 
the Employers Casuz ilty Co., and Otto, 
Lilly, a claims adjuster. 


ASSIGNED RISKS IN N. J. 


Hamilton of Compensation Bureau Asks 
Carriers to Solicit Risks in Ad- 
vance of Expiration 


Chairman Bernard Hamilton of the 
Compensation Rating & Inspection Bu- 
reau of New Jersey has issued to com- 
pany members of the bureau a list of 
cases insured under the assigned risk 


plan expiring during the months of July,’ 


August and September, so that the com- 
panies may view the risks for possible 
acceptance as regular business. “It is 
the hope that the companies will be able 
to take advantage of the list and give 
careful consideration to the removal of 
as many as possible from under the 
plan,’ Mr. Hamilton says. 

The list has been divided on a geo- 
graphical basis by counties and, within 
the counties, by municipalities and in 
each case the bureau file number, name 
and street address are given, followed 
by principal class or classes, estimated 
premium and expiration date. 

“While it is provided in the plan for 
granting coverage that any carrier may 
at any time take over an assigned risk, 
with the assigned carrier in consequence 
providing pro rata cancellation,” says 
Mr. Hamilton, “the interest of all con- 
cerned will probably be best served if 
the carriers will arrange to time their 
solicitation of these risks well in ad- 
vance of expiration and promptly notify 
the bureau of any offer of coverage 
which may be extended so that the as- 
signment may be withdrawn before re- 
newal has been issued by the assigned 
carrier.” 





Entering Mass. Without 


~ Guaranty Fund Opposed 
a, J. elar- 
indicated in 
no uncertain terms that he is opposed 
to a bill, introduced in the legislature 


by Representative Lobell of Boston, 
which would permit certain foreign 
casualty companies to enter Massachu- 
setts without establishing a guaranty 
fund of $200,000. In lieu of such fund 
the bill stipulated that the company 
give evidence of having a special con- 
tingent surplus of not less than $200,000 
segregated from its cash assets and 
unimpaired. 

Hearing on the measure was held 
before the Massachusetts legislative in- 
surance committee, and in the discussion 
it was indicated that the bill had been 
introduced largely to permit the Public 
Service Mutual of New York to enter 
the state. Having $967,000 surplus and 
$3,000,000 in assets, and operating in 
fifteen states, this company felt that it 
was unnecessary to put up the $200,000 
guaranty fund in order to do business 
in the Bay state. 

John W. Downs, counsel for 
casualty companies, joined with Com- 
missioner Harrington in opposing the 
bill. The Commissioner’s main point was 
that a guaranty fund was contributed 
by the organizers of a company and 
represented the management’s liability, 
and being contributed from outside con- 
stituted a bulwark for policyholders. 


‘Insurance: Commissioner C. ] 
rington of Massachusetts 


stock 





Coal Operators Casualty 
Asks Va. Approval of Plan 


The Virginia Rating Bureau has filed 
an application with the State Corpora- 
tion Commission for approval of a plan 
for over-all insurance on underground 
equipment in mines. Mine owners in 
Virginia have no insurance of any kind 
on such equipment, and this is the first 
request to the State Commission for an 
over-all policy for coverage of that type. 

Application was made at the request 
of the Coal Operators Casualty of Pitts- 
burgh, which has been writing this type 
of coverage in several states during the 
last few years. The plan for which ap- 
proval is sought would provide rates, 
rules and regulations and policy forms 
for use in writing such risks. 





—= 


HEINRICH RECEIVES AWARD 


War Dept. Gives Appreciation Certif. 
cate to Travelers Executive for 
Accident Control Work 
A War Department certificate of ap- 
preciation “for patriotic service in a po- 
sition of trust and responsibility” has 
been awarded H. William Heinrich, as. 





H. WILLIAM HEINRICH 


sistant superintendent of the engineer- 


ing and inspection division, the Travel- 
ers Insurance Companies, in official 
recognition of his work in the organiza- 
tion of an accident control program for 
the Army. 

The certificate, signed by the Secre- 
tary of War and the Commanding Gen- 
eral, Army Service Forces, was pre- 
sented by Major Gen. B. M. Bryan, 
Army Provost Marshal General, in 
ceremonies at the Pentagon in Wash- 
ington. 

Mr. Heinrich was granted a tempo- 
rary leave of absence by the Travelers 
when the War Department requested 
his services as a consultant on accident 
prevention to the Provost Marshal Gen- 
eral. He assisted in the establishment 
of safety policies and the training of 
personnel for accident prevention in 
this country and the European Theater. 

Mr. Heinrich returned to the Travel- 
ers in 1945, 





Kennicott Outlines Safety 


Rules for Pedestrians 

H. L. Kennicott, secretary of Lumber- 
mens Mutual Casualty and its public re- 
lations official, declared recently in a 
radio address that ‘ ‘every age is a dan- 
gerous age for jay walkers—playful 
childhood, impulsive youth, preoccupied 
middle age, helpless old age.” Speaking 
at a breakfast concluding the 1946 
pedestrian safety campaign of the Chi- 
cago Junior Association of Commerce, 
Mr. Kennicott outlined these eight 
safety rules for pedestrians of all ages: 


1. Look both ways before crossing 
streets. 

2. Cross at intersections or cross- 
walks. 


3. Wait for green light or signal. 

4. Be extra careful when a_ parked 
car obstructs your view. 

5. When you must, walk alongside 
(not on!) a road—face oncoming traffic. 

6. Step safely aside from oncoming 
driver. 

7. Get out of vehicles on curb side. 

8. Encourage children to play in 
yards, vacant lots or playgrounds, not 
on streets. 

Prizes were awarded to winners of the 
Safety essay contest for school children, 
conducted as part of the pedestrian cam- 
paign. 


MICHESL’S NEW APPOINTMENT 
T. W. Michesl, Los Angeles resident 
manager for the Maryland Casualty 
Co., has been appointed resident secre- 
tary of the company in charge of the 
company’s affairs in southern California, 
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